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for the Home Front! 


At last, you can look forward to a new 
heating season with the welcome prospect 
of having something definite to sell! For, 
once again, the engineered heating-and- 
plumbing products of General Fittings 
Company are available for your resale to 


homes and non-war industries. 


Strategic Metals Released 
Ever since Pearl Harbor, strategic metals 
have been “frozen”. Entire production of 
this company has been applied to water 
heaters, unions, specialties and precision 
assemblies for war services such as in fight- 


ing ships, warplants and Army housing. 


HEATERS AND 


HEATING 


Now, the WPB has released limited 
quantities of strategic metals... and Gen- 
eral Fittings Company can again make de- 
liveries to the “home front” on properly 
rated orders! 

Your Opportunity 

Here is your chance to fill some of the 
many demands that have been piling up 
for months. Send your order for water 
heaters or other General products today 

. . Or write for complete catalog No. 15. 
Don’t delay ... the supply is limited by 
the reduced quantities of metal available. 
General Fittings Co., 125 Georgia Ave., 


Providence, Rhode Island. 


SPECIALTIES 


QUALITY PRODUCTS 


Tankless and Tank-Type Water Heaters for 


Industrial Plants— Apartment Houses—Homes 


Thermostatic Mixing Valves 


Water-hammer Silencers 


Built-in Water Heaters for boilers 


Coil-heated Tanks 
Live-steam Heaters 


Pipe Unions 
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Rep Buytug 
War Soudse 


R. 36703923* is a lieutenant now, and over- 
seas. His wife and the two children are doing 
fine on the allowances and some help from the 
folks—but they can’t afford unnecessary waste. 


You’re called to their house. Burner has quit. The 
place is getting chilly, and the baby has a cold. 


It’s an easy one, though. Water level is down in 
the boiler, and the safety has tripped. Run in 
some water and push the reset. O.K., let’s get 
the next call... 


But wait! The lieutenant is putting in extra time 
for you... why not put in a little for him? When 
he was home, he used to check these things him- 
self. Now it’s your turn. 


Pull the switch. Something doesn’t sound just 
right. Start her up and try it again. That’s it— 
kind of a dying-out on the flame instead of a 


©This is intended to represent an imaginary person. 


quick, clean stop. Take a look. It’s the cut-off 


all right. 

Let’s see—It might be air in the suction line—or 
an air pocket between the valve and the nozzle— 
or a damaged valve seat—or dirt on the valve 
seat. Tighten the plugs and the couplings, and 
take a look at the valve. You know how—that’s 
your business. 

Try it now. O.K.? Better tell the Mrs. what you 
found and what you did. She will appreciate it. 
Fuel waste eliminated . . . a possible emergency 
call later avoided . 

And... if you should have to replace any old or 
worn-out pumps, use Sundstrand S-1, S-2, or 
1-OB Fuel Units. Write for Bulletins 106 and 
107 showing mounting adaptors ‘and foot mount- 
ings. Be sure you’ve got our free Service Bulle- 
tin 102. 


Keep ’em running... efficiently! 


“2556 ELEVENTH ST. 
"ROCKFORD, ILLINOIS 
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4 heating edhiginent: in the Post-war homes 
that are already being planned in many 
cases. If you are not familiar with Thrush 
Summer-Winter System of Hot Water Heat, 
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Robert Bartlett, general manager of 
gulf Oil Corp., Pittsburgh, and H. B. 
VanCleve, president 
of Maritime Petro- 
New 
York, have been ap- 


leum Corp., 
pointed members of 
the Fueloil Industry 
Advisory Council of 
the Fuel Rationing 
Division of OPA. 
They attended the 

Robert Bartlett December 7 meeting. 

VanCleve had originally been a member 

when the Council was formed, but re- 

he became for a time a 

Earl J. Gossett, president of Bell & 

Gossett, Chicago, was elected a director 

{the United States Radiator Corp., De- 

wit, at the Dec. 14 meeting. 

Donald J. Luty has been appointed 
general manager of 
the Heating Div. of 
Gar Wood Indus- 
tries, Inc., Detroit. 
For 


he was assistant gen- 


fourteen years 
eral manager as well 
as chief research en 
gineer of the Com 


pany. 


Don Luty 
John F. Lebor, formerly assistant trea 
urer of the York Corp., York, Pa., has 
ken named treasurer. John S. McMartin 
ms elected a director of the corp. Mc- 
Matin is vice-president of Selected In- 
listries, Inc., an investment company 
hat recently acquired substantial York 
tock holdings. 


Lemuel R. Boulware, formerly general 
lanager of the Carrier Corp., has been 
pointe! operations vice-chairman of 
be War Production Board, after having 
ken with WPB in other capacities since 
March 1°42. 
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Vid MAJOR LINE OF EQUIPMENT 
sy VIKING 7 


OIL, GAS, COAL FURNACES (Gravity Forced-Air} 
YEAR-ROUND AIR CONDITIONING 


CONVERSION 


wy = BURNERS 


OIL-FIRED 
WATER 
HEATERS 


i 
CONDENSING UNITS 
FOR COMMERCIAL REFRIGERATION COMMERCIAL BAKE OVENS and RANGES FLOOR FURNACES 


MEETS EVERY HEATING AND COOLING NEED... 


One of the biggest and best known plants in the heating and air-conditioning industry is 
right now all tooled up and merely waiting for your orders. Equipment for permitted fuels 
is available on orders acceptably rated under current government regulations. The Viking 
line has been in production continuously throughout these war years, supplying war projects 
and the armed services with the finest heating and allied equipment America can build. 


BUILD YOUR SALES WITH VIKING— 
THE LINE THAT'S READY TO SERVE YOU! 


Think of all the unfilled orders accumulated right now in your community for the items 
illustrated — then think of the hundreds of additional orders that will “break” as peace 
approaches. Get actively into this great market now. Go after today’s orders on which priority 
is available—and make ready for all the others which await the day of unrestricted selling. 


Let us show you the products we will have available for you, and proof of our ample capacity 
to keep supplying them. Only then will you realize just how big this opportunity is for you. 








Post War? sure, 
suT VIKING Is 
IN PRODUCTION 


nO 


In all this conversation about Postwar Planning, 
some in the trade are losing sight of the fact that 
equipment is being sold every day. 


Throughout this period of shortages of critical 
materials, we have been able continuously to sup- 
ply Viking equipment to both government and 
our trade. Dealers who submit orders with accept- 
able priorities are receiving the needed material 
with reasonable promptness. Sooner than most of 
the trade realizes, our civilian production will 
increase. 


LOOK TO YOUR 
VIKING DISTRIBUTOR! 


In these difficult times add his weight to your 
efforts. Now and postwar he is your complete 
supplier — maintains showrooms — provides engi- 
neering assistance and financing—and gets quick 
action for you from manufacturers. 


We believe our policy of supplying Viking mer- 
chandise only through fully qualified distributors 
best insures complete satisfaction to everyone, 
including the user who pays all of us. 


By this policy, a Viking dealer has a large, nearby 
“pool” of Viking units, parts and accessory mate- 
rial at his disposal without wasteful capital invest- 
ment on his part. Under this arrangement a Viking 
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dealer is enabled to put full emphasis on his most 
profitable functions —SALES, INSTALLATION 
and SERVICE. 


MAIL COUPON FOR 
VIKING CATALOG 


If you are looking for the ideal source of supply 
—the one that can give you practically every type 
of equipment in the heating and allied fields—get 
our proposition and catalog today. Mail coupon 
or write. 


VIKING 


HEATING - COOLING — 


THE VIKING MFG. CORPORATION 
U. B. Building, Dayton 2, Ohio 


Please send your catalog and proposal. 
Your Name 
Firm Name 


Address 


"Mark here whether dealer [] or jobber 1) 























Of course you are— but we know you're 
not worrying about the fact that everybody 


doesn’t recognize the importance of the job 
you are doing. The really vital thing is that 
you heating y. toe and service men are F 
forming a mighty big part in the war effort. 


To “keep the home fires burning” is just 
as vital in this war as it was in the last, al- 


though there’s been less singing about it 
now than there was then. Health, efficiency 
of workers, and morale all depend in a large 


measure on proper heating. 


It has been, and still is, a difficult job to 


keep existing heating plants in service, func- 
tioning as efficiently as possible. Heating 
men have the solid satisfaction that they are 
meeting the situation ably and effectively. 


Penn assures you that we appreciate your 
work...and are anxious to be as helpful as 
possible. We are prepared to supply necessary 
Penn controls for all types of heating as liber- 
ally as existing priority rules will permit. 
Penn Electric Switch Co., Goshen, Ind. In Canada: 


Powerlite Devices, Ltd., Toronto, Ontario. 














=_\ 


A Star .. . for continued 
Excellence in Production 
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AUTOMATIC “CONTROLS 
FOR HEATING, REFRIGERATION, AIR CONDITIONING, ENGINES, PUMPS AND AIR COMPRESSORS 
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"Bice will determine true livabil- 

ity in homes of tomorrow. Comfort 
whether members of the household are 
televising the latest headline event. ., en- 
joying delectables from their magic kit- 
chen ... or reading by the soft, shadow- 
less lights in their living rooms. Then 
—as for more than twenty pre-war years— 
precision-built Oil-O-Matic products will 
assure better living at its best . ., whether 
in present homes, resplendent with their 
years of happy memories or in those spec- 
tacular new homes which are being 
planned for tomorrow. For either — yes, 
for both — there will be a Williams — de- 
signed, precision-built Oil-O-Matic prod- 
uct to keep home temperature at healthful 
comfort level . . . automatically, depend- 
ably, economically. Tomorrow, once again, 
Oil-O-Matic will mean better business 
through better living ., . at its best. 


BUY WAR SAVINGS 
STAMPS & BONDS 


a WILLIAMS OIL-O-MATIC 
OLOMATIC HEATING CORPORATION 


BLOOMINGTON, ILLINOIS 
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FACTORY SHIPMENTS , in Thousands of 
Domestic Oilburners & Units ———— 
Domestic Gasburners & Units 
Domestic Stokers ——— — 


MAR JUN SEP DEC MAR JUN SEP DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV 
194 1942 1943 
Shipments of Oilburners and Units 

Adjusted to include manufacturers other than the 137 reporting to 
Census Bureau, FUELoIL & Om Heat's estimates of shipments are: 

OCTOBER— —————TEN MONTHS 
Percent 
Change 
—178.9 


—31.3 


Percent 
Change 
—58.6 
—52.5 
—80.5 
—63.0 
— 53.2 
—}6.7 


1942 
64,654 
8,759 
16,989 
90,402 
49,814 
140,576 


1943 
13,863 
6,022 
4,936 
24,821 
38,340 
63,161 


1942 
2,917 
320 
802 
4,089 
6,311 
10,350 


1943 
1,211 
152 
157 


Conversion 
Boiler units 
Furnace units 
All domestic 1,520 
Commercial 2,955 
Total 4,475 


East Coast SuppLy INDEX 
(Stocks Available for Civilian Uses) 
(Includes Fueloils and Gasoline) 

1940-41=100 


All 
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JULY AUGUST SEPTEMBER OCTOBER NOVEMBER DECFMBER 


November Minimum Retail Prices: Key Dealers 
CONVERSION BURNERS BOILER-BURNERS FURNACE’BURNERS 
Top price* Low price Top price* Low price Top price* Low price 
$338 $195 $675 $395 $825 $395 
200 169 426 375 425 310 
Nov. Aver. 263 185 518 383 506 356 
Oct. Aver. 266 175 504 376 502 375 
*Top price key dealers for conversion burners are those whose minimum 
retail prices are $200 or more; for boiler-burner and furnace-burner 
units (exclusive of ductwork) those whose minimums are $400 or over. 


Price Index: Conversion Burners: Jan. 1940 is 100% 
WHOLESALE RETAIL 

104.8 Six months ago 109.6 Six months ago 

104.9 Year ago 110.7 Year ago 


Highest 


Lowest 


103.7 
106.3 


November 


October 


November 


October 


109.6 
108.0 





i 


ET INDEX OF Burner PERMITS in 43 Cities ———— _]— 
Las (Average af 1936-7-8= 100) Se 
‘a ‘INDEX OF New HoME PERMITS in 35 Cities----|} 1 
/ || (Average of 1936-7-8=100) 
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Oilheating Thends 


MOVING AGAINST THE USUAL seasonal pyt 
tern, November installations of domegic 
oilburners and units were higher thay 
October, 1,369 compared with 1,248, vip 
tually all replacements of worn-out bur, 
ers. November installations were dow) 
44.6% from the same month a year ago, 
with permits in 40 principal cities declip. 
ing 51.9% and reporting key dealers 
showing a drop of 37.2%. With figure 
for 11 months complete, it now appeas 
that total replacement sales for the year 
were about 14,000, an extremely low fi 
ure considering that nearly two and a 
half million domestic burners are operat 
ing. It shows that in extremity a lot of 
patching can be done to keep the old 
cripples hobbling along. In the last pre 
war year, 1941, replacement sales were 
56,300. 

It is quite certain that the December. 
March period this season will see a de 
cided acceleration in replacement burner 
business. The shot-in-the-arm treatment 
for the 1927 models has been overworked, 
and further, it is now easier to make are 
placement, with WPB’s new Form 2727 
procedure. If the old burner is beyond re’ 
pair the dealer now can make the replace 
ment at once and then within five days 
fill out 2727 and mail it to WPB. 


With most critical materials in easier 
supply, it would seem sensible to replace 
as many as 75,000 old burners in 1944, 
providing that proper safeguards were st 
up to be sure the old ones were junked. 
This would certainly save oil and pro 
vide dealers a little needed income. The 
one tight spot in assembling the burners 
would be motors, but insofar as manw 
facturers have or could get these they 
should be allowed to merchandise replace 
ment burners. 

PRICES: Both wholesale and retail prices 
for conversion burners showed a slight 
decline for the month on the index. This 
may reflect buying in somewhat larget 
quantity and more energetic retail sales 
effort. The prices in the tables, which 
average all reports of the month, whether 
or not regularly received, show a rise in 
four classifications, a decline in two. 

STOCKS: The average reporting key 
dealer had on hand November 30 eighteen 
domestic burners and units, Total dealer 
stocks apparently are about 13,000. Fac 
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wry stocks at the end of October, the Oilburner* and Building Permits 
OILBURNERS———— ¢ DWELLINGS— 


test penth for which figures are avail- " Seweniaen 11 MONTHS November 11 MONTHS 

ible, were 34,629 domestic burners and = 1943 1942-1943 1942 1943 1942 1943 1942 
wits, with the following breakdown: 0 0 0 10 —— gery S. . re 
saversion 16,243; boiler-burner units 9,- oe a Binghamton, New York 0 0 15 
3. furnace-burner units 9,033. Factory Bcc saeco a i 
gocks at the start of October had been heidioe - 
4348; shipments during the month were 


46 170 ( 
Bridgeport, Conn. 
1520, indicating new factory production 


Buffalo, New York 
Des Moines, Iowa 
Detroit, Michigan 59 
£801 Elizabeth, N. J. ( 
ail Freeport, New York = a 
SERVICE INCOME: November service de- i : Crameniee - 0 ’ 
f : Hackensack, N. J. rt) 4 
grtment income of dealers heard from avian Houde, et "y ” P " 
yeraged $4,220 or 21% above an aver- Irvington, N. J. 38 
£2 x : ; Lynn, Massachusetts ) 2 
we of $3,501 for the same dealers a year Sfheeukec. Wie. “aa 
wo, October service income of the group Minneapolis, me 2 " 
, > Morristown, N. J. } 
> 2 , inke 2 C , 7 f 
weraged 3,119 and September $3,759. Mt. Vernon, New York ey ws xe 
Itnow appears that the dealers reporting 
nonthly their service income, with con- 
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Newark, New Jersey 
New Bedford, Mass. 
New Haven, Conn. 
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stent gains over the corresponding 
nonth of the previous year, have done 
ter than the industry as a whole. In a 
auch larger annual questionnaire survey, 
nde each year at mid-December, dealers 
dow less than one percent change in ser- 
vice income comparing 1943 with 1942. 
With fuel-saving warnings in every news- 
mper, 1942 had jumped far above 1941 
fr this large group, but in 1943 they 
wppear to have just held the line. 

GETTING BURNERS: Because some deal- 
ws had complained of difficulty in get- 
ing WPB permission to buy burners for 
tocking against emergency needs, several 
westions this month were designed to 
neasure the difficulty. Reporting first on 
their general impression of WPB’s han- 
ding of 2727s, 53% have no complaint, 
13% vote Fair and 34% are dissatisfied. 
fastern dealers are better satisfied than 
Midwestern. Asked whether they file a 
7 after making an emergency replace- 
nent, 86% do and 14% do not. The time 
lg between filing a 2727 to get stock 
bmers and receiving a decision from 
WPB varies between 7 and 30 days, aver- 
wing 16 days. Midwestern dealers aver- 
ge waiting 22 days, with two saying that 
heir applications have been in for more 
tun a month without reply. 


REPAIR PART PRICES: With certain re- 
wir parts and accessories hard to get, 
‘me dealers have complained over what 
hey consider exorbitant prices being 
tharged. Questioned on this point, 65% 
ay they have no complaint—that al- 
though some prices may be out of line, 
tey're not kicking for they can pass the 
ust along to the customer. However, 


3% are annoyed, claiming they pay 
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New Orleans, La. af Ss 3 rp 
New Rochelle, N. Y. ( | 19 
Manhattan, Bronx, Rchd. ae oa re aa 
Norfolk, Virginia i 1122 
Oakland, Calif. ve ‘A me Re 
Omaha, Nebraska 298 
Orange, New Jersey 14 
Passaic, New Jersey me oe “FP x 
Paterson, N. J. E 41 
Plainfield, N. J. 52 
Portland, Maine 
Portland, Oregon é , 
Providence, R. I. 40 
Reading, Penna. 8 
Richmond, Virginia 
Rochester, N. Y. ae a 3 
Rockville Center, N. Y. 14 
Salem, Massachusetts ) 9 
St. Louis, Missouri l 
St. Paul, Minnesota ) 200 
Schenectady, N. Y. 


Seattle, Washington 2 2 ts me 
Springfield, Mass. 500 
Stamford, Conn. af as <a mie 

Syracuse, New York ] a be 

Trenton, New Jersey q 183 2 


1 4 36885 
10 33 66 
] 108 
16 . 221 


199 39 8717 
51.9 — —90.4 


Utica, New York 0 79 
Washington, D. C. se "P < <a 
West Orange, N. J. 0 23 
White Plains, N. Y. 0 3 
Wilmington, Delaware 

Worcester, Mass. 
6 =e Yonkers, New York 

Totals 
Percent Change —3.5 ea -42.6 


518 13 


920 953 9090 15824 


ae an) oe eee i - ne ‘ a f 
_ *Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu- 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 


from 10 to 50% too much on some items. 
Supply houses seem the worse offenders, 
with 29% of dealers reporting trouble 
with them, while only 12% think manu- 
facturers overcharge them. 

COAL SUPPLY: With pressure on the 
part of people who had converted to coal 
for permission to reconvert to oil notice- 
ably eased in the past month, the reason 
is apparent from reports of local coal 
stocks. Dealers in 88% of cities heard 
from say coal yards in their communities 
have enough supply to care for everyone 
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temporarily; in the remaining 12% they 
do not. However, when asked if their 
local coal dealers now expect to be able 
to get enough for all of their customers’ 


needs through the winter, only 27% vote 


“Yes” and the other 73% are much in 
doubt. With the Solid Fuels Administra- 
tion at long last getting money from Con- 
gress to hire some people, there should 
from now on be fairly good distribution, 
although there cannot fail to be occasional 
dry spots. SFA started this season, the 


(Continued on page 48) 











YOU'D THINK 


sf you take a short-sighted view, 
maybe it isn’t necessary to build so 
much quality into an oil burner. You 
can cut corners here and there, forget 
about precise machining, and still 
have an oil burner that will sell. 

But Gilbarco engineers have never 
looked at it this way...and their 
foresight is certainly paying off now 
in the way Gilbarco oil burners 

have stood up under wartime service 
...and are keeping right on with 
their economical high performance! 
100,000 Gilbarco oil burner users 

are grateful for that foresight, and 
those users will be the best friends 
and references any dealer could 
have when the post-war market 
opens up, and the new Gilbarco oil 
burners — even finer than those in 
service today — are available. 
Perhaps you'd like to have a Gilbarco 
franchise when that time 

comes so that you could 

take advantage of that 

good-will. Drop us a 


line, and let's talk it over! 


OIL BURNERS 


GILBERT & BARKER MFG. COMPANY ae 


West Springfield, Mass. « Toronto, Canada 
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Many years devoted to the manufacture of 
precision equipment have given us the 
“know how” when it comes to making 


float valves. 


“DL” Float Valves have long enjoyed a 
fine reputation among space heater, water 
heater, and furnace manufacturers, for their 
ruggedness of construction, simplicity of 
design, and because of the company 


behind them. 


DETROIT | UBRICATOR COMPANY General Offices: DETROIT 8, MICHIGAN 


Division of American Radiator and “Standard” Sanitary Corporation 
Canadian Representatives—RAILWAY AND ENGINEERING SPECIALTIES LIMITED, MONTREAL, TORONTO, WINNIPEG 











“DL” Heating and Refrigeration Controls ¢ Engine Safety Controls ¢ Safety Float Valves and Oil Burner 
Accessories ¢ Radiator Valves and Balancing Fittings ¢ Arco-Detroit Air and Vent Valves ¢ ‘Detroit’ 
Expansion Valves and Refrigeration Accessories ¢ Air Filters ¢ Stationary and Locomotive Lubricators 
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WHEN IT’S OVER, 
THERE’LL BE BUSINESS FOR YOU, 


with Scleat Scour 


@ Since Pearl Harbor, we've been busy 
supplying oil burning heating units for vital 
war uses. But we’ve also been keeping an 
eye on the future, planning many improve- 
ments for better peacetime heating. When 
it’s over, there'll be business ... and plenty 
of it... for you, with the complete line of 


Silent Sioux heating equipment, including 
space heaters, air conditioning furnaces, furn- 
ace burners, hot water heaters, etc. For a pri- 
ority on the Silent Sioux dealership 
in your community, write us to-day. 


b.! SILENT SIOUX OIL BURNER CORP. | 
ORANGE CITY, IOWA 
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A current Emerson- 
PR Electric advertisement 
in magazines of national 


circulation, 


Bad News for Japs and Nazis... 


;.- but good news for all who know the dependability 
of Emerson-Electric peacetime products. The precision 
manufacturing skill which, for 53 years, has charac- 
terized Emerson-Electric fans, motors and appli- 
ances, is now engaged 100% in vital war work 
—helping to speed the day of Victory. 


Designing and producing a powerful new re- 
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volving nose gun turret for the B-24 Liberator Bomber 
is but one of the achievements for which Emerson- 
Electric was awarded the Army-Navy “E”’ and which 

recently earned a white star for the burgee. 


Oo 
MERSON ELECTRIC MANUFACTURING CO. 
— SAINT LOUIS 


Branches: New York « Chicago ¢ Detroit « Davenport 
Los Angeles 
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Read why G-E dealers will 


be in position to get a bigger share of 


Post-War Heating Business 


OST-WAR demand for heating equipment—both for 
Be cinch and in new construction— promises to be 
great, as you know. And an important share of this biggest- 
in-history market will be available to G-E dealers. 

Why? Because G-E dealers will have a powerful and 
exclusive sales advantage—derived from General Electric 
research and wartime experience. 

For research is the mother of advancement, and Genera! 
Electric’s research years are long... its research facilities 
vast... its research staff skilled as few are in this field. 

Out of such research will come the improved G-E heat- 
ing units of tomorrow... easier to install, more com- 
pact, quieter, more efficient... designed to give the alert 
dealer opportunities fer faster turn-over and bigger profits. 
General Electric Company, Heating Drvtston, Section 448/, 
Bloomfield, New Jersey. 


THE FAMOUS DOWN -JET ... assuring more complete combustion, 
making more efficient use of every heat unit... was a research develop- 
ment that brought new comfort, convenience and economy to thousands of 
owners of pre-war General Electric heating equipment. Out of current 
research will come equally important dealer and owner advantages in 


the G-E heating units of the future. 


PPAPAPAALIIIIIN"" 
<< BUY WAR BONDS << 


GENERAL @ ELECTRIC 


Hear the General Electric Radio Programs: The ‘‘G-E ALL-GIRL ORCHESTRA,’ Sundays, 10P.M., EWT, NBC...** THE WORLD TODAY ”’ News, Every Weekday, 6:45 P.M., EWT, cBS 
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for post-war sales 


£ 


BUY 
U. S. WAR BONDS 
and STAMPS 


The Army-Navy “E” - 
flag, emblem of pro- 
duction excellence, 
flies jroudly over the 
Fitzgilbons plant. 


Not so secret, either, but a potent force 
for service and satisfaction to the post- 
war buyers of Fitzgibbons steel boilers 
and air conditioners. It’s all in the way 
Fitzgibbons met a war-time difficulty 
common to most manufacturers and 
made of it a valuable future sales factor. 

You know how it was just after Pearl 
Harbor—sales personnel everywhere be- 
came pretty superfluous through no fault 
of their own. Fitzgibbons representatives 
were no exception — could have sold 
plenty of boilers, but we couldn’t build 
them and make tanks too. So . 

Instead of permitting its valuable, 
hand-picked sales organization to break 
up, Fitzgibbons set up a skeleton engi- 
neering force, for local maintenance ser- 
vice principally, then brought the key 
sales people right into the Fitzgibbons 
production end at the plant. Not just in 
any stop-gap job, but in positions vitally 
important to the Fitzgibbons production 
of fighting equipment as 
well as of steel boilers for 
Uncle Sam. One of these 
men is General Plant 
Manager. Another is his 
Assistant. Another is Per- 
sonnel Manager. Still an- 
other, Superintendent of 
Navy Fabricating Divi- 
sion. Others are Chief 
Field Expediter, Navy In- 
spector, Traffic Manager, 
etc., etc., all down the 


FITZGIBBONS BOILER COMPANY, INC. 
Works: Oswego, N. Y. > 





line, where the driving personalities of 
these former top-notch, line-bucking 
sales representatives are given full play 
in getting things done, getting fighting 
equipment on the firing line, getting the 
war victoriously over. 

It has worked beautifully. Last October 
Fitzgibbons was awarded the Army-Navy 
“E”. But that isn’t all of the story— 

When the war is over, many of these 
able men will go back to sales representa- 
tion, armed with new, sound experience 
in Fitzgibbons production methods, Fitz- 
gibbons engineering, Fitzgibbons tradi- 
tions in excellence of workmanship, as 
developed through fifty-eight continuous 
years of steel boiler building. 

Will this experience, when applied in 
sales representation, be valuable to pur- 
chasers of Fitzgibbons steel boilers and 
conditioners? Most assuredly it will — 
highly valuable. These men will bring 
intimate knowledge to their contacts. It 

will be almost as good as 
bringing a Fitzgibbons 
prospect to the plant, 
showing him how care- 
fully Fitzgibbons prod- 
ucts are built, and how 
they perform under test. 
There is no finer way to 
serve Fitzgibbons pro- 
spective and established 
customers—and no finer 
group of men to render 
this service. 


101 PARK AVE., NEW YORK 17, N. Y. 


Branches in Principal Cities 


TZGIBBONS 
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SINCE 1886 
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EEPING AHEAD of progress is a habit with Minneapolis-Honeywell. 
Announcement of the Moduflow Control System gives the automatic 
heating trade an additional opportunity to participate in the post-war market. 
The Moduflow Control System will revolutionize post-war home heating. 
It will be a powerful sales tool in the hands of automatic heating engineers 


and dealers and will lead to the sale of additional automatic heating equipment. 


LISTEN .. . Blue Jacket Choir, with Danny O'Neil, from Great Lakes Naval Training Station, Columbia coast-to-coast network, every Sunday morning 11:05 to 11:30 Eastern War 





Here Is What Moduflow Does / 


THE OWNER of every home, large or small, old 
or new, as well as every operator of a commercial 
building, is a prospect for the Moduflow Control 
System, because it eliminates the glaring fault of 
present day automatic heating—intermittent deliv- 
ery of heat. Instead, Moduflow, as its name implies, 
provides a continuous flow of heat at exactly the 
temperature required to offset heat losses and to 
maintain room temperatures at the desired level. 
It does away with the alternate periods of hot and 
then cold radiators or registers and thus prevents 
stratification, drafts, overheating and underheating. 
Also, the Moduflow Sectional Control System en- 
ables home owners to maintain different sections 
or rooms at varying comfort or economy tempera- 
ture levels, further eliminating fuel waste. Living 
quarters, for example, may be kept at 72; kitchens 
and bedrooms at 65; attached garage at 40 to 50; 
nurseries at 75. Most existing homes, however, to 
lend themselves to this sectionalized or zone heat- 
ing, will require some change in the piping or 
duct work. 


Here Is Hou Moduflow Does It / 


THE PRINCIPLES of the Moduflow Control Sys- 
tem are simple, and, in fact, not new. Actually, 
Minneapolis-Honeywell engineers have applied 
them to commercial buildings for 10 years or more. 
Only recently, however, has Moduflow been adapt- 
ed to homes. Exhaustive tests have proved both its 
economy and comfort. 


As stated before, the Moduflow System provides 
a continuous flow of modulated heat into each 
room. This is accomplished by maintaining boiler 
or furnace bonnet temperatures at a fixed level. By 
automatically mixing heat from this reservoir with 
return water or air to exactly the temperature 
called for, and continuously circulating this mix- 
ture through the heating system, the room thermo- 
stat is constantly kept satisfied without overheating. 


In the case of steam heat, only enough steam to 
satisfy the thermostat is circulated. 


The cost of the Moduflow System for existing 
homes is surprisingly low—actually no more than 
that of a modern washing machine. Fuel savings alone 
will easily offset this expense. In new homes, it is 
even less. It is easy to see why the Moduflow System 
will revolutionize post-war heating. Minneapolis- 
Honeywell Regulator Company, 2920 Fourth Ave- 
nue South, Minneapolis 8, Minnesota. Branches 
and distributing offices in all principal cities. 


New post-war homes can be sectionalized or zoned 
so that the Moduflow System will maintain 
rooms or sections at various comfort 
or economy temperatures. 


( 


The post-war apartment will permit each tenant 
to maintain his temperature to his own liking—or 
even individual sections of it may be kept at 
various comfort or economy levels with the Modu- 
flow System. 


““Moduflow” is now being introduced through 
the radio and general magazines. Through these 
mediums a non-technical booklet is being dis- 
tributed to the public. A little later a technical 
booklet will be ready for the trade. 














How to find extra profits without extra clerks 


With salespeople scarcer than the well-known hen’s teeth ee, Bob 
and with merchandise and materials doing the vanishing act fj im 


from getting fim 





4 Cate you can still keep the cash register 





























rusty, by pushing gt this profitable repeat item that’s quickly 





available—DUST-STOP™* AIR FILTERS. nit 
SE 

Here’s the story : National magazine advertising fir 

faa Ys EY mail 

oe Mi We |e is telling owners of forced-warm-air furnaces R=) an 

the fuel-saving advantages of changing eS, thei air filters. is 

Now, with the aid of DUST-STOP’s free dealer helps you step inv — 


i al 
and cash in af 



















OU GET attractive In addition you get a catalog of filter sizes. It tells teleas 
folders to mail to all you how many and what size filters are used in almost 

prospects. You get follow- all makes of forced-warm-air furnaces. Over-the-counter TSA | 

up post cards . . . news- and telephone orders are easy to handle with the quick ye 

paper-ad mats . . . radio reference book. The 3 

scripts to use on your local This sales plan has been rightly called “Pulling bigge 

station . . . furnace re- Profits out of the Air.” Ask your Dust-Stop distributor ~ 

minder labels* . . window about it today, or write: Owens- issue 

and counter displays. Corning Fiberglas Corporation, To- (Tim! 

Also you receive a display manual illustrated with photos ledo 1, Ohio. In Canada, Fiberglas deale 

and diagrams showing how to make displays that pay. Canada, Lid., Oshawa, Ontario. 


FIBERGLAS’ DUST Hp Air FILTERS 


*T. M. Reg. U. S. Pat. Off. 
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BRIEFLY TOLD: 


The Timken-Detroit Axle 
Company has won for the 
second time the Army- 
Navy Production Award 
for meritorious services on 
the production front. The 
award was accompanied 
by congratulations from 
Under Secretary of War 
Robert P. Patterson who 
said, “You may well 
roud of your achieve- 
ment.” All three Timken 
plants received the cita- 
tion and star. Timken is 
the nation’s largest sup- 
plier of Axles, Brakes and 
Transfer Cases for the 
Armed Forces. Although 
Timken military shipments 
were at high levels early 
in 1940, they have been 
constantly increased until 
today they are more than 
90% in excess of 1940 
shipments. 


* 


TSA has more dealers to- 
day than at any other time 
in its history. Another sure 
sign of the profit value of 
the Timken franchise. 


* 

More than 34-million help- 
ful pieces of literature have 
been mailed to Timken 
users during 1943 (we'll 
mail you sample copies on 
request). Timken’s recent 
l-page booklet on how to 
keep equipment in good 
condition and reduce the 
ned for service, mailed 
free to all Timken users, 
has brought a flood of 
letters of appreciation. 


* 


Samples of a new corre- 
spondence sticker are in 
the mails to all Timken 
Dealers. The sticker con- 
tains the welcome message, 
“After Victory — plenty of 
dl fuels for heating homes 
automatically at reason- 
able costs.’ Encouraging 
news on postwar fuel oil 
supplies, backed up by 
expert opinion, will be 
released shortly. 


* 


TSA factory executives are 
burning the midnight oil 
om 1944 advertising plans. 
The new program will be 
bigger and better than ever. 
All the details will be an- 
nounced in a forthcoming 
sue of Timken Heat* 
(Timken’s magazine for 
dealers and their em- 
Hloyees). 


* 
‘We'd like to send you 
sample copies. Please write 
® your letterhead and 
mention this ad. 


For Production 
“Well Done“ 








For better business — 


A BETTER PRODUCT! 


We're proud of the profit records made 
by Timken Silent Automatic Dealers. 
Timken Dealers, as a group, make more 
money year after year than any other 
group of dealers in the oil heating 
industry. 


We've helped dealers achieve this 
goal with strong magazine, newspaper 
and direct mail advertising, close per- 
sonal cooperation, and a wide range of 
carefully prepared dealer sales helps, 
but underlying it all is the firm founda- 
tion of a better product. 


A better product insures greater user 


satisfaction, more user good will, which 
in turn guarantees more sales and 
greater profits to Timken dealers. 


We're working mow with only one 
thought in mind—building still better 
products to give still greater user satis- 
faction in the postwar era. 


After Victory we'll be ready, not 
only with improved heating and air 
conditioning equipment, but also with 
other new products for the home. You 
can’t afford to miss this opportunity to 
tie-up with Timken. Write us today 
for details of the new Timken Dealer 
Franchise. 


TIMKEN S42 Atencitle 


Quality Home Appliances—for Comfort, Convenience and Economy 


Division of THE TIMKEN-DETROIT AXLE COMPANY, Detroit 32, Michigan 
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of rough going: 


THE SHOWER 
IS TURNED ON 


Millions of messages on York Heat are being sprinkled over the 


United States and Canada every month. Hundreds of prospects 
right in your own home territory are being warmed-up to the 


advantages York Heat will have to offer when the flood of 





Deferred Demand is turned loose. 


York Heat will have plenty of advantages, too. New standards 
of performance and new economies have been engineered into 
York Oil-Burners to meet the rigid requirements of war-time 
conditions. New designing now being worked out on the draw- 
ing-boards will incorporate these changes into the heat of tomor- 


row for the homes of tomorrow. 
ak f 
Division ° c 
yORK-SHIPLEY: oa 


ae SS VORK HEAT 


Division of YORK-SHIPLEY, INC... YORK, PA. 
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U. 8. BULLETIN « JANUARY 


“AN OUNCE OF 
PREVENTION” NO 


will help with tomorrow’s problems 


Urge your customers to do the little things in 
boiler and heating plant care that will guard 
against breakdowns, with resulting need for 


replacement and repair parts. 


In this way all available equipment can be 
used for really critical needs. You'll render a 


genuine service to your customers and yourself. 


New Pan Americs 


sal = - Was pound — Steel : U. S. RADIATOR 
30iler Division — will do everything we can 2 : . 
3 IN THE WAR 


to keep up with essential requirements. Let’s 

New Pan American World Airways hangar 
F and offices at Miami, in which U. S. Radi- 
under present conditions ... to build good % ator heating equipment has been installed. 
= Largest structure of its kind in the country. 
Can service 12 to 18 giant Clippers a day. 


work together to do the best job possible 


will for the future. 


One United States Radiator Corporation 
plant is in production on magnesium cast- 
ings for U. S. war planes. Pacific Boiler Divi- 
sion is building pre-fabricated ship sections 


‘ 


RADIANT WARMTH } , : 
j 
'O / Member The Institute of Boiler and Radiator Manufacturers 


* UNITED STATES Ks DIATOR (ORPORA a LOIN 


AND 


4 PACIFIC STEEL BOILER DIVISION 


Detroit, Michigan: Branches and Sales Offices in Principal Cities 


* 


Manufacturing Plants At: 
Bristol, Pa. * Detroit, Mich * Dunkirk, N.Y. * Edwardsville, Ill * Geneva, N.Y. * Waukegan, Ill . Newton, Pa 
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HE new, greater Luxaire plant is the outgrowth 

of our country’s tremendous war production 
program. To carry on our commitments in the pro- 
duction of vital war materials, the Luxaire plant. 
equipment, and facilities had to be greatly increased. 
To meet this emergency, Luxaire in the past year, 
has more than doubled the size of its manufacturing 
plant, located in Elyria, Ohio, at the junction of the 
New York Central and Baltimore & Ohio railroads. 


New and modern steel fabricating equipment has 


been acquired, so that material required by our fighting 


SEER 
s > 


Series AC-700 
Coal Fired Air 
Conditioning Unit 


Series 600 Series 700 
Coal Fired Coal Fired Coal Fired 
Steel Furnace Cast Furnace Gravity Furnace 


RES 


Conditioning Unit 


forces can be produced in less time and in greater 
volume. 


When victory is won, the invaluable experience 
gained in fabricating weapons of war will be applied 
to the production of Luxaire Warm Air Furnace and 
Air Conditioning Units — steel and cast iron, for coal. 
gas and oil—that will set a new high standard in 
design and construction. 


THE C. A. OLSEN MANUFACTURING COMPANY 
ELYRIA, OHIO 


WARM AIR FURNACES 
AIR CONDITIONING UNITS 
FOR COAL...GAS...OIL 


Series A Series G Series H Series 8000 
Gas Fired Air Gas Fired Gas Utility Air Oil Burning a 
Phar Shen: tionine Uni 


Gravity Unit Unit t 
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From the time one of the sandslinger moulding old and favorably known organization the modern 

machines “rams” an ashpit, firepot, feed section or features and advantages that are wanted in the 

radiator mould, until the complete furnace rolls 1944 market. 

down the conveyer line in the final assembly de- : , ; : 
; : New, modern manufacturing equipment is being 


partment, modern methods and modern equipment : : 

: : : added now and more will be added later as quickly 
are used in the manufacture of Moncrief Furnaces. ae ; 
as conditions permit. 


Similar efficient methods and machinery are used : ; a 7 
For no effort will be spared to maintain Moncrief 


in the manufacture of Moncrief Furnace Pipe and ; 
manufacturing methods fully as modern as future 


Fittings. ; 
= . ; ; . furnace standards dictate. 

Ihe experience gained during the past 50 years, 

plus the excellent facilities of the huge Moncrief When better heating equipment. furnace pipe and 
plants at Medina, Ohio, give the products of this fittings are built, Moncrief will build them. 


WARM AIR AIR CONDITIONING 


FURNACES MO Ry C aia: SYSTEMS FOR 


FURNACE PIPE COAL... 
AND FITTINGS SINCE 1895 GAS... OIL 


THE HENRY FURNACE CO. MEDINA, OHIO 


Series C Series E Series C Series S Series G Series GG Series HBG Ser'es na 
Coal Fired Coal Fired Coal Fired Coal Fired Gas Fired Gas Fired Gas Fired Utility Oil Fired 
Cast Furnace Steel Furnace Gravity Furnace Air Conditioning Unit Air Conditioning Unit Gravity Furnace Air Conditioning Unit Air Conditioning Unit 
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EBSTER Electric Authorized Service Stations must 

maintain the most modern testing facilities—not only 
to meet the high factory test standards, but also to stand the 
strain of war-time service. 


Here shown is the modern equipment of the Cronin Supply 
Company, Cambridge, Massachusetts, a Webster Author- 
ized Service Station where five men and one girl have been 
taken into the armed forces. Regardless, Edward T. Isaac 
proudly exclaims, ‘‘We have taken care of all service prob- 
lems.”’ This statement is typical of the kind of service dealers 
have been accustomed to receive from these fine Webster 
Electric authorized service organizations. 


So again Webster Electric service has been ready and able 


to meet an emergency of war with continued flow of parts and 
replacement units, trained expert repair in the field, and 
modern equipment to assure both rapid and thorough testing. 


Here at Webster Electric we are proud to see the advantages 
taken by the oil burner dealer in his use of Webster Electric 
Authorized Service Stations. It is a real and definite part in 
fighting the war—keeping homes economically comfortable 
with automatic oil heat. 


Through our Sales Representatives and Service Stations 
listed here, we do our best to see that every service job is 
done well. 


WEBSTER ELECTRIC COMPANY, Racine, Wisconsin, 
U.S.A., Established 1909. Export Dept.: 13 E. 40th St., New 
York (16), N. Y. Cable Address: ““ARLAB”’’ New York City. 





BUY MORE WAR BONDS 








WEBSTER ELECTRIC SERVICE STATIONS AND SALES REPRESENTATIVES 
Ignition Transformers, Fuel Units, and Parts 


California, Los Angeles 
California, San Francisco. . 
Connecticut, West Hartford 
Illinois, Chicago 

Illinois, Winnetka 

Iowa, Des Moines 
Maryland, Baltimore 


Massachusetts, Cambridge. ag 


Massachusetts, Malden 
Massachusetts, Waltham 
Massachusetts, Wollaston. 
Michigan, Detroit 
Minnesota, St. Paul 
Missouri, St. Louis 

New Jersey, Elizabeth. 
New York, Albany 

New York, Brooklyn. . 


New York, Brooklyn....... 


New York, Jamaica 


New York, Valley Stream... 


Oregon, Portland 
Pennsylvania, Philadelphia 
Rhode Island, Providence 
Washington, Seattle 


Garland-Affolter Engr. Corporation 


. Garland-Affolter Engr. Corporation 
.Bell Pump Service Company. . 


Braun Bros. Heating Supply Company 
Braun Bros. Heating Supply Company 
Delavan Engineering Company. 


.R. E. Michel Company 
Cronin Supply Company............. 
E. L. Kimball Company................ 


Cronin Supply Company 


..W. S. Plummer 


Wm. G. Boales Company cake 
Thermal Company, Inc..... 

Brass & Copper Sales Company 
Certified Fuel Unit Service Company 
Certified Fuel Unit Service Company 
Eveready Specialties Company 

The Capson Company 

Sid Harvey, Incorporated » 

Sid Harvey, Incorporated. 
Garland-Affolter Engr. Corporation 
Certified Fuel: Unit Service Company 
Providence Plumbing Supply Company 
Garland-Affolter Engr. Corporation 


124 W. 4th Street 

Rialto Building 

100 Park Road 

3146 W. Chicago Avenue. 
812 Oak Street. 

414— 12th Street 


.1011 Greenmount Avenue. 


60 Broadway 

.25 Lynde Street 
157 High Street 
109 Lincoln Avenue 


6429 Hamilton Avenue... : 


2448 University Avenue... 
2817 Laclede Avenue 

600 Spring Street 

1018 Central Avenue 

1724 Flatbush Avenue 

106 Rogers Avenue 


. 138-76 Queen Boulevard... 

. 104 E. Mineola Avenue 
1233 N. W. 12th Avenue... 
3412-14 W. Allegheny Ave. 


47 Pine Street 
532 First Avenue South 


Sales Representative 
ales Representative 
ervice Station 


Service Station 


.Service Station 


Sales Representative 


. Service Station 
. Service Station 
. Service Station 
. .Service Station 
. Service Station 
. Service Station 


Service Station 


. Service Station 


Service Station 
Service Station 


. .Service Station 


Service Station 
Service Station 


. Service Station 


Sales Representative 
Service Station 
Service Station 
Sales Representative 
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WEBSTER 


“Where Quality is a Responsibility and Fair Dealing an Obligation” 
January 
1944 


WEBSTER ELECTRIC 
“TYPE T” FUEL UNIT 


ELECTRIC 




















Peace will bring you amazing new 
sales opportunities. And CONCO 
will bring you improved, depend- 
able heating units, based on these 
tried-and-proven CONCO designs 
and CONCO features. As in the 
past CONCO will again stand for 
modern, dependable products, and 





good profits for their dealers. 





CONCO DIVISION OF H. D. CONKEY & COMPANY, MENDOTA, ILL. 
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*SPECIAL MOTORS DESIGNED 
TO FIT THE APPLICATION 


PLANTING | TIME FOR THINGS TO COME 


From today’s drawing boards will come many new produets 


and improvements that will mean better living. 


If the seeds you’re planting for tomorrow call for precision 
built fractional HP motors to meet specific operating condi- 
tions and performance requirements, then you should solve 


your motor problem while the product is in the design stages. 


The designing and building of special fractional HP motors 

is the specialized business of Holtzer-Cabot. Our engineers, 
backed by 68 years of motor design, are avail- 

able to help you with your motor problems. 


Why not talk over your motor requirements 
with them? 


iUHHL/ / 
MULL / 


5 


THE HOLTZER-CABOT ELECTRIC COMPANY 


Designers and Builders of Special Fractional HP Motors and Electrical Apparatus 





129 AMORY ST., BOSTON, MASS., CHICAGO, ILL., NEW YORK, N. Y., PHILADELPHIA, PA. 
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‘Pan American World Airway System’s new Land Plane Base and Hangar at Miami, Florida 


Another 
outstanding building 
that is 


“HEATED by 
JOHNSON 
OIL BURNERS” 


eT ae Boat 


With all the leading Heaters in America at thetr disposal... 
PAN AMERICAN AIRWAYS 


chose JOHNSON OIL BURNERS! 


This sale was made easier by Johnson’s 40-year-old repu- 
tation for building fine burners. Hundreds of famous 
buildings . . . and thousands that are less conspicuous 
«are powered or heated by Johnson-built equipment. 


The economy records and the dependability of Johnson 
Burners are easily provable. They offer indisputable 
evidence of fine engineering and excellent workmanship 
. .. the finest sales help that any distributor could desire. 


If you are interested in a 
Johnson Oil Burner dealer- 
ship, we will gladly discuss 
it with you. Or if you have 
a prospective buyer who can 
secure an approved order 
let us help you meet his 
requirements. Though 95% 
of our present output is 
being taken for military or 
war-essential projects, we 
probably can supply the 
equipment you need if you 
will let us know, in detail. 


S. T. JOHNSON CO. 


940 Arlington Avenuc, Oakland 8, Calif. 401 No. Broad Street, Philadelphia 8, Pa. 


tue/o/! 


ear 














DELCO-LIGHT ENGINE 
GENERATOR now in use 
on the Alligator. 

Delco Appliance War 
Products include Antiair- 
craft Gun Directors, Ma- 
chine Gun Mounts, Indicat- 
ing Motors, Delco-Light 
Engine Generators, Air- 
craft Magnetos, a host of 
Small Motors for special- 
ized war tasks, and Control 
Instruments such as Aner- 
oids and Aneroid Switches, 
Solenoid Shifters, and 
Overspeed Cut-Outs. 


j DON'T LET 


Delco-Light rides the Alligator, too! 


The Marine Corps’ Alligator amphibious tank, 
while recently announced, is no military secret 
to Japs in the Solomon Islands. They have been 
meeting it, disastrously, on beaches and in 
swamps and jungles. 


Like the Marines who man it, the Alligator 
is soldier-and-sailor, too—a fighter on land or 
water that goes “all out” against its enemies. 


Using its starting motor, horns, lights, search- 
light, windshield wiper, etc., the Alligator natu- 
rally demands a heavy supply of electric current. 
By reinforcing current supply in the Alligator, 
as in various other tanks, Delco-Light Engine 
Generators are helping to hasten Axis defeat. 


There’s a Great Day Coming! 


“Victory Is Our Business’? for the duration, but when 
peace comes, our ever increasing knowledge and re- 
sources will bring you finer Delco Appliances to meet 
home and farm demands. 


APPLIANCE 


ROCHESTER, N. Y. 


DIVISION of GENERAL MOTORS 


PEACETIME PRODUCTS: DELCO AUTOMATIC HEAT (OIL-GAS-COAL) 
DELCO LIGHT AND POWER PLANTS, DELCO-LIGHT BATTERIES, 
DELCO WATER SYSTEMS, AND DELCO APPLIANCE MOTORS. 


January 
1944 


UP ON THE HOME FRONT 
The Axis is watching us for signs of overcon- 
fidence. Don’t let up—keep going “all out” with 
your dollars to bring our boys home sooner. 


BUY MORE AND MORE WAR BONDS! 
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Industry Scrapes Bottom 


Equipment Sales Hit All-Time Lows 


War DEALT THE OILBURNER industry 
te hardest blow in its recorded history 
1 1943, when total sales volume of the 
hmestic burner industry dropped to 33,- 
45 burners and units, and new installa- 
ions fell to 2,120. The industry showed 
inet loss 
4e year. Commercial and industrial burn- 
sales totalled 44,470 burners, but the 
adustry lost 8,075 commercial installa 


of 1,835 installations during 


wns during the year, or less than 3% of 
ilheavy oil installations. 

Domestic burner sales to government 
ud war agencies amounted to 17,415, or 
1% of the year’s total. Replacements 
fold burners worn out or broken be- 
wad repair took 13,910 burners and 
nits, or 41.6%, and new installations of 
120 demanded only 6.3%. 

There were 17,965 domestic installa- 
tons converted to coal or other fuels dur- 
nf the year, and 82,040 conversions in 
#2. But this year 14,010 of these people 
rinstalled their oilburners, making the 
xt conversion loss for the year 3,955 in- 
willations, and the total conversion loss 
nr the two years 85,995 installations. 
Ihe reinstallation figure of 14,010 is ar- 
med at from field reports, and will be 
nuch higher than indicated by applica- 
tons approved by PAW or the fueloil 
ations reissued by local boards. Most of 
hose who converted did not turn in their 
iloil ration coupons at their local 
wards, and rations this season’ were re- 


TABLE 1 


Domestic Conversion Burners and Units 





OILBURNER REPLACEMENTS AND INDICATED DEFICITS 
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issued to all former ration holders who 
applied. As a result, thousands of people 
who converted from oil still hold coupons 
for fueloil, and are reconverting as the 
coal supply becomes tighter, and oil ap 
pears to be more plentiful. Such recon 
versions are being made without the per- 
mission of any government body. It is 
possible that the first months of 1944 will 
see many more of these reconversions 
than in all of 1943. 

Replacements of 13,910 during 1943 
do not represent all the burners that nor- 
mally would go into this market. Under 
pressure to convert early in the year, 
many burners that normally would have 
been replaced were converted. Replace- 
ments were further curtailed by the diff- 
culty of obtaining burners. The public’s 
desire to conserve and the lack of promo 


No. in Use 


tional replacement sales on the part of 
the industry held down the number of 
burners used for replacements. In 1942 
there were 33,244 replacements, or 2.4 
times as many as in 1943. Older equip 
ment, patched beyond its normal life ex 
pectancy, must soon be replaced in much 
greater volume. 

Manufacturers’ shipments of domestic 
oilburners during the year totalled 27,645 
burners and units, and 5,800 were used 
from dealer stocks. Manufacturers’ 1943 
shipments supplied less than two-thirds 
of the domestic burners used by dealers 
during the year. Another 4% of the burn- 
ers dealers handled in 1943, or about 650, 
were second-hand burners that had been 
reconditioned and sold as replacement 
jobs. These used burners are not consid 
ered in these calculations. 
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TABLE 2 


Domestic Conversion Oilburners 


No. in Use 


Retail Value 
$43,373,500 
59,229,000 
54,181,600 
40.462.600 
48 004,800 
55.645.900 
59.490,200 
16.552.700 


1,885,800 


Factory Value Year (End of Year) 
$13,408,900 1935 
18,558,400 1936 
15,903,100 1937 
12,154,200 1938 
15,601,600 1939 
18,152,200 1940 
19,275,200 1941 
6,090,900 1942 
1,837,200 1943 


Sales Retail Value 
150,510 $55,342,500 1935 
220,075 74,054,700 1936 
210,740 69,265,100  $22.238,200 1937 
179,360 54,583,900 18,292,900 1938 
236,140 66,520,400 23,352,200 1939 
302,210 89,548,800 32,273,600 1940 2,135,125 238.845 
333.250 113,546,400 41,931,800 1941 2,402,060 237,965 
99.514 29,871,600 14,067,900 1942 2,386,290 71.658 
33,445 5,283,300 5,431,000 1943 2,384,455 21,363 
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Factory Value Year (End of Year) Sales 

1,152,125 136,825 
1,340,675 197.430 
1,530,545 184,920 
1.667.745 153.850 
1,862,330 200.020 











OILBURNER 


SALES BY TYPES 





FIVE-YEAR PREWAR AVG. 
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For the second consecutive year there 
were fewer domestic burners operating at 
the end of the year than at the start. 
Partially offsetting the conversion loss of 
3,955 installations were the 2,120 new 
installations made mostly outside the ra 
tioned area, but this net loss of 1,835 
brings the total burners and units operat 
ing to 2,384,455 from the 2,386,290 op 
erating at the first of the year, as shown 
in Table 1. The easing of acute fueloil 
shortages in the better oilburner markets 
which has resulted in the lifting of forced 
conversions, and which has eased cus 
tomers’ minds, probably will have a 
marked effect on the trend of domestic 
burners in use. Barring unforeseen crises, 
there is little probability that the wartime 
trend will continue into the future. 

Oil still is the most popular automatic 
heating fuel, though both oil and gas lost 
ground slightly in favor of stokers. Oil's 
2,384,455 installations represent 53.7% 
of all automatic heating at the end of 
1943, instead of 53.9% at the end of 
1942. Gas has 1,101,300 domestic heating 
installations, or 24.8% of the total, 
against 24.9% a year ago. Stokers operat- 
ing increased to 955,450, or 21.5% of 
the total, contrasted with 21.2% last year. 


Domestic Burner Types 


Domestic size burners and units in 1943 
furthered the trend toward the high pres- 
sure type of equipment, though this 
should not be construed as significant. It 
is more likely to be due to the larger num- 
ber of high pressure burners and units in 
manufacturer and dealer stocks than to a 
positive preference for the particular 
equipment, though the trend does follow 
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the pattern set up in the prewar years. 
High pressure burners accounted for 27,- 
192 burners and units of the 1943 sales, 
or 81.3% of all equipment sold. Low 
pressure burners accounted for 3.2% 
vertical rotary, 3.6%; and vaporizing 
burners 9.9% of the total. Sales of domes- 
tic burners by types with the percentages 
compared with the average of the prewar 
years are shown in the following table: 
Five-Year 
Average 
High Pressure 71.7% 
Low Pressure : 29 6.2% 
Vertical Rotary 11.0% 
Vaporizing 10.8% 


A miscellaneous classification, largely 


the “pup” type of horizontal rotary burn- 


er, formerly had accounted for an average 
of 0.3%, but during the last year this 
type of burner had practically disappeared 
from domestic use, and was impossible to 
classify in any detail. This type of burner 
has been used extensively in government 
work for water heating and ship heating 
units, but was not permitted to be manu- 
factured for domestic installation. 


Domestic Conversion Burners 

Conversion oilburners sold in 1943 
totalled 21,363, of which 11,293 or near. 
ly 53% were taken by war agencies. The 
10,070 conversion burners sold by dealers 
for domestic use (1,310 for new installa. 
tions and 8,760 for replacements) repre. 
sent 62.8% of dealer sales of burners and 


80.1% 
conversion burner volume. It is assumed 


units. The prewar average wa 


that the entire conversion and reconver- 
sion activity was in conversion burners, 
since most integral boiler or furnace units 
remained oilfired. Against the conversion 
loss of 3,955 conversion burner installa- 
tions, and replacement loss of 5,150 to 
units, there were 1,310 new jobs installed, 
loss of 
7,795, and bringing the total conversion 


leaving a net conversion burn¢ 


burners operating at the end of the year 
down to 2,065,465, as shown in Table 2. 
This loss is less than 2/5 of 1% for con- 
version oilburners. 

Prices of conversion burners, both 


) stiffen 
during the year. Manufacturers and dis. 


wholesale and retail, continued 
tributors with low stocks were not anxious 
to sell them, and late in the year dealers 
in some areas had trouble finding the 
burners they wanted for replacements. 
Dealers, short of help, made replacements 
as required, and were not too afraid of 
competition. Average installed price for 
conversion burners stiffened 3.30% during 
the year to $276, while the minimum 
average price was up nearly 1% to $247. 
The price record for recent years is shown 
in Table 5. 

Factory price figures this year are 
colored by the trading between dealers 
for stocks of burners. This factory price 
is based on the prices dealers report they 
have paid to get their burners. Many of 
the burners used this year have been 


Table 5. Conversion Burner Price Trends 


— - Retail- ——__—___—- 
Aver- Y% change Aver. % change 
age prev. yr. Min. prev. yr. 
$692 oF $554 
629 H 516 
495 <a 413 
438 5 37] 
395 34] 
341 310 
317 275 
300 266 
293 255 
263 236 
240 218 
233 210 
250 226 
267 245 
276 247 
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TABLE 3 


Integral Boiler-Burner Units 


Retail Value 
$9,511.600 
9,781,300 
8,557,000 
7,877,900 
9,744,500 
26,955 13,322,700 
39,990 21,874,500 
313 5,289,800 
6,637 1,705,600 


Sales Factory Value 
10,510 
15,025 
14,430 
14,220 
19,220 


$3,795,100 
3,711,400 
4,286,100 
5,005,300 
9,717,600 
2,877,700 
2,090,600 


sicked up from other dealers who had 
them in stock at prices considerably above 
the true factory price. Though prices at 
the factory are frozen, the factory prices 
reported in Table 5 show an increase in 
the prices dealers pay to get burners. The 
werage is up 1.2% to $86, and the mini- 
mum factory prices rose 4.1% to $76. 
Average wholesale and retail prices for 
ach type of conversion burner in 1943 
ind 1942 were as follows: 
Wholesale 
1943 1942 
High Pressure $ 91 $ 84 
Low Presure 119 108 
Vert. Rotary 120 114 
Vaporizing 62 58 
Average price for replacement burners 
installed without tank and controls was 
$174 last year, up 8% from $161 in 1942. 
When controls were supplied the price 
was $27 higher. 
Retail 


burners totals but little more than the 


dollar volume of conversion 


factory value, since only 10,070 conver- 
don burners were handled at retail, and 
f these 87% were for replacement. The 
retail conversion volume of $1,885,800 
represented but 35.7% of the burner and 
unit total volume, compared with 55.4% 
1942, and it represents a drop of 82.6% 


‘om the previous year’s volume. 


Table 6. Prices of Factory-Assembled 
Boiler-Burner Units 


RETAIL 
Aver- % change 
age prev. yr 
$905 eines 1935 
651 28.0 
593 
554 
507 
495 
547 
568 
533 


Aver. % change 
Min. prev. yr. 

$723 
1936 566 
1937 516 
1938 482 
1939 44] 
1940 365 
1941 378 
1942 473 
1943 361 
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FACTORY 
$263 ies 1937 $246 
261 : 1938 244 
223 : 1939 208 
215 - 3. 1940 183 
243 +413. 1941 201 
309 é 1942 229 
mas + 2. 1943 231 


No. in Use 
(End of Year) 
31,400 
46,250 
60.240 
73,930 
92,540 
118,560 : 
155,720 
163,040 
166,240 


Year Sales 
1935 
1936 
1937 
1938 
1939 
1940 
1941 
1942 
1943 


390 
,290 
900 
,410 
5295 


543 
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Factory value of conversion burners 
was off 69.8% for the year, to $1,837, 
200, representing 33.8% of the total for 
all classes of product. Conversion burner 


figures on dollar volume are in Table 2. 
Integral Boiler-Burner Units 


The industry sold 6,637 factory-assem 
bled boiler-burner units last year, off 
28.7% from 1942. Of the total 3,437, or 
51.8% used by the 


agencies, and 41.9% or 3,437 


were government 
went for 
replacements. These units represented 
19.8% of the total burners and units sold 
compared with 9.4% in 1942. Integral 
boiler units in operation at the end of 
1943 had increased only 3,200 units (420 
of which were new and 2,780 replace- 
ments of old conversion burners) to 166,- 
240, up 1.9%. Integral boiler unit sales 
and numbers in operation at the end of 
recent years are shown in Table 3. 
Retail prices of installed boiler units de 
clined 6.2% during the year to an average 
of $533 from $568 in 1942. This drop 
probably reflects the relatively large num- 
ber of units used for replacements where 
tanks and wiring were in place. Mini- 
mum prices at retail were off 23.7% to 


$361 for the year. 





TREND OF 
OILFIRED BOILER SIZES 


AVERAGE CAPACITY 
RESIDENTIAL STEEL BOILERS 








808 Sq. Fr _E 
862” 


685 


Retail Value 
175. $2,457,400 
,620 5,044,400 


446 1.691.900 
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TABLE 4 


Integral Furnace-Burner Units 


No. in Use 
(End of Year) 
5,600 
13,120 
24,010 
34,140 
49,850 
82,960 
133,180 
149,990 
152,750 


Year 
1935 
1936 
1937 
1938 
1939 
1940 
194] 
1942 
1943 


Factory Value 


$2,540,000 
2,427,300 
3,464,500 
7,646,100 
2.939.000 
5,099,300 
1,503,200 


Average wholesale prices rose 2% to 
$315, and minimum prices were up 1% 
to $231, possibly due to the necessity of 
finding units in dealer stocks that must 
be bought at higher than manufacturer 
prices. (See Table 6). 

Installed value of integral boiler units 
handled by 1943 declined 
67.7% to $1,705,600; less than the fac- 


dealers in 


tory value of all the boiler units made or 
shipped from stock. This retail volume 
represented 32.3% of the dealer sales of 
burners and units, compared with 17.9% 
in 1942. 

Factory value of boiler units declined 
27.4% to $2,090,600, representing 38.5% 
of the total wholesale value of burners 
and units. This compares with 20.4% of 
the total factory value a year ago. Figures 
for recent years are given in Table 3. 

In addition to integral boiler units, 
there were an estimated 2,835 units as- 
sembled in the field by dealers using new 
boilers and conversion burners. In 1942 
the dealers assembled 8,690 of these units. 
Of the field-assembled boiler 

943, about 600, or 21% were steel, and 


units in 


, or 79% were cast iron. In 1942, 


1943, 
2,235 


9% were steel. Combining the dealer- 


assembled and integral boiler-burner 


Table 7. Boiler Sales 


CAST IRON 

Total No. for 
Output oil 
160,105 29,310 
186,560 41,922 
169,707 58,462 
135,282 54,139 
146,919 61,070 
168,839 77,764 
178,076 80,176 
111,875 10,765 
81,500 8,852 


mo 


RRR RWNe 
OuMIAe O&O ‘ 
OARAOrAGCNuY 


oO 


STEEL 


14,415 
19,242 
16,569 
19,098 
23,658 
24,580 
25,666 
13,000 

3,550 


14,181 
18,622 
15,321 
17,218 
21,857 
23,206 
24,173 

7,238 

1,230 





Table 8. Price Trends of Factory- 
Assembled Forced-Air Units 


RETAIL 
Aver’ % change Aver. % change 
age prev. yr. Min. prev. yr. 
$774 psa 1935 $642 See 
662 1936 576 
573 1937 499 
553 1938 481 
519 1939 402 
525 1940 360 
582 1941 402 
611 1942 413 
613 1943 418 
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units, there were 9,472 used for new 
work and replacements in 1943, against 
18,003 in 1942. 


All Boiler Sales 


Total heating boiler sales for all fuels 
in 1943 amounted to 85,050, of which 
3,550, or 4.2% were steel, and 81,500 
were cast iron. Of the 85,050 total boil- 
ers sold, 10,082, or 11.8% were for oil, 
compared with 14.4% in 1942. As shown 
in Table 7, 8,852 of the 81,500 cast iron 
boilers, or 10.9% were oilfired, against 
9.6% in 1942, and 1,230 of the 3,550 
steel boilers were oilfired; 34.7% in 1943, 
against 55.7% in 1942. 

Steel boilers this year accounted for 
only 4.2% of the total heating boilers 
sold, compared with 10.4% steel in 1942. 
This reflects the ban on manufacturing 
steel boilers for ordinary heating uses. 
Domestic steel boilers totalled 1,800 this 
year, and commercial 1,750. 

Average sizes of boilers continued to 
increase generally during 1943, as greater 
than normal percentages of boilers went 
to war uses that require commercial sizes. 
Average weights of cast iron boilers were 
up about 12% during the year, and the 
capacity of commercial steel boilers in- 
creased less than 1%. Residential steel 


Table 9. Warm Air Furnace Sales 
FORCED AIR 

1943 
Cast Iron 
Coal 12,420 
Gas 1,140 
Oil 590 
Total. 14,150 


1942 
Cast Iron Steel 
7,520 15,430 
7,370 16,580 
1,060 14,810 
15,950 46,820 


Steel 
6,290 
1,480 
4,640 
12,410 


GRAVITY 

16,860 118,800 
2,010 5,730 
1,330 400 

20,200 124,930 


46,570 
13,590 

5,050 
65,210 


Coal 114,415 
Gas 835 
Oil 110 

Total 115,360 
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boilers were the single exception to the 
rule, since these boilers came mostly from 
stock and the smaller sizes are most fre- 
quently stocked. The average capacity of 
residential steel boilers for oilfiring 
dropped 6.2% to 808 sq. ft. EDR. 

Repair parts demanded about 15% of 
the total weight of boiler castings this 
year, compared with 10% in 1942, and 
8.4% in 1941. 


Domestic Furnace-Burner Units 


Sales of integral, factory-assembled 
furnace-burner units last year totalled 5,- 
445, off 70.6% from the 18,543 sold in 
1942. Integral oilfired furnace sales ac- 
counted for 16.3% of total burners in 
1942, compared with 18.6% a year be- 
fore. 

Government work took 2,685 integral 
furnace units, or 49.3% of the total, and 
replacements demanded 43.5%, or 2,370 
units. Only 390 units, 7.2% were used 
for new work. 

Integral furnace units in operation at 
the end of the year had risen 1.8% to 
152,750. Annual sales and number of 
units in operation for recent years are 
shown in Table 4. 

Both wholesale and retail prices rose 
slightly during the year, reflecting the 
continued buying in small lots, and in- 
stallation of single units rather than the 
large scale builder business that was fad- 
ing out of the industry during 1942. De- 
tail of the average prices for furnace units 
is given in Table 8. 

Retail value (off 79% from 1942) and 
wholesale value (off 70.5%) are shown 
for furnace units in Table 4. Retail value 
is given only for the 2,760 units that deal- 
ers used for replacement and new work. 

Dealer-assembled furnace units are es 
timated at 1,220 units for the year, most 
of them apparently from stocks on hand. 
Table 9 shows a break-down of furnace 
sales by type of fuel used and type of 
furnace for 1943 and 1942. 

Competitive Firing 

Stoker sales in the domestic and small 
commercial sizes (Cl 1 and 2) 
amounted to 19,040, off 80.2% from 
1942. Of the total, 2,700 or 14.2% were 
Anthracite stokers, against 14.8% a year 
ago, and 16,340 were bituminous stokers. 
Small stokers in operation at the end of 
the year were up 1.8% to 955,450, as 
shown in Table 10. 


Table 10. Domestic Stokers 
Oo, A 


To No. % 
change 


Sales 
11,361 
11,144 
15,618 
29,340 
45,194 
84,421 

103,378 
98,907 
106,208 
159,533 
198.243 
96,420 
19,040 


in use 
20,811 
31,955 
47,573 
73,083 
118,277 +613 
202,698 +713 
306,076 +51 
403,005 +316 
1939 507,412 +55 
1940 658,970 +299 
1941 843,313 +289 
1942 938.315 +113 
+18 


change 

1931 
1932 
1933 
1934 
1935 
1936 
1937 
1938 


+535 
+483 
+536 
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Domestic gas burner sales are estimated 
at 13,255 for 1943, off 71.4% from the 
year before. Of the total, 800 (6%) were 
%) boil- 


re Warm 


conversion burners; 3,485 (26 
er units; and 8,970 (67.7%) » 
air units. Gas heating installations Op: 
erating at the end of the yea 
1,101,300 


are esti: 
mated at 
0.3%. 


installations, up 
Commercial Burners 


The 44,470 commercial and industrial 
burners sold last year represent a decrease 
of 19.7% from the 55,360 of 1942. Of 
the total, 40,910 or 92% were mechani 
cal draft. 

During the year there were 28,168 
commercial installations converted t 
coal, and only 7,858 reconversions to oil, 
for a conversion loss of 20,310. Partly of 
setting this were 12,235 new installations 
for commercial heating, making the net 
loss 8,075, and bringing the total com 
mercial heating installations in operation 
down to 285,045. Sales and number of 
commercial heating installations in opera 
tion at the end of recent years are shown 
in Table 11. 

Space Heaters 


Oilheating dealers sold an estimated 


16,300 oilfired space heaters last year, or 
a decrease of 40% from 1942. It is bk 
lieved that total sales of oilfired space 
heaters for the year reached 90,500 units 
Oilfired space heaters in operation total 
1,874,900. 


(Continued on page 39) 


Commercial Oilburners 

No. Operating 

(End of year) 
1935 176,240 
1936 192,830 
1937 210,275 
1938 ) 880 
1939 237,680 
1940 256,320 
1941 87,595 
1942 293.120 
1943 5.045 


Table 


Sales 
14,990 
18,435 
19,380 
13,955 
16,445 
20,710 
34,750 
55,360 
44,470 


January 


1944 
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oo” TING THE PATTERN of oilheat- 
ing dealer organizations is more of a chore 
ter two war years than it was in the 
hays of industry expansion. Before Tojo 
acked Pearl Harbor the industry visual- 
zed the most effective retail outlet as what 
was called the ““Four-Way” dealer, mean- 
ing that he merchandised oilburners, heat- 
ing, airconditioning and fueloil, bringing 
to the consumer undivided responsibility 
for home comfort and convenience. 

By 1941 about 42% of oilheating deal- 
ets were in that class. A majority of the 
thers sold two or three of the four lines. 

When the early war months brought 
acessation of new burner installations, as 
well as burner manufacture for other than 
priority orders, dealers who had limited 
their activities to equipment sales were 
immediately behind the eight ball and 
tarted finding something else to do. This 
group has accounted for heavy dealer 
nortality. If, however, the company had 
a substantial service department, sold 
fueloil, or both, it still had what the oil- 
heating public must have. With few ex 
ceptions such firms are still in business, 
many of them thriving. 

While a few thousand oilburners were 
old in 1943, they were substantially all 
replacements, run-of-the-mill work for 
ervice departments, not for sales organ 
ations 


in War 


Mortality among oilburner dealers in 


Mortality 42° 


two war years has reached a total of 42% 
innumber, though not of course in sales 
volume importance. The majority of those 
who quit were either appliance dealers, 
dilburner specialty sales organizations or 
mall heating contractors, firms without 
enough capital tie-up in the business to 
justify a battle to hang on. Of 13,100 
firms selling oilburners in 1941 there re- 
main 7,600 as 1943 closes. 

In a 1941 survey it was found that the 
20% of oilburner dealers did 72% 


of that year’s business, so it is reasonable 


! 
largest 


to believe that the many small companies 


Small Dealers Fade 


But Those with Strong Service or Fueloil Departments Thrive 
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that have folded up represented no more 
than 15% of the market at that time. 

In looking over the returns from sev- 
eral hundred dealers cooperating in the 
current survey, it is worthwhile to study 
their present activities in the light of their 
company backgrounds, an index to what 
type of organization possesses the most 
vitality in years of stress. The best meas- 
ure of background is determining what 
product first brought the dealer into the 
oilheating picture. It is often confusing 
to call one man an oilburner dealer and 
another in his community a fueloil dis 
tributor, when each sells both products. 
Often a man who originally sold burners 
only has added fueloil handling facilities 
and now sells more oil than the original 
oil companies in his town—and vice versa. 

Dealers were asked this year to state 
the year in which they first sold each of 
five products. The same was done in the 
last prewar year, 1941. Knowing which 
product first brought them into oilheat- 
ing is a guide to their industry thinking. 

Recalling that burner sales at present 
are made by service departments, a com- 
parison between 1941 and 1943 is made 
of backgrounds of all reporting compa- 
nies who now operate burner service de- 
partments. 


Service Company Backgrounds 
Business Origin 
of Burner Servicing 
Companies 


1941 1943 

Dealers who started 
First in burners 48 33 
First in heating 35 32 
First in fueloil 17 35 
100 100 


This table can be misleading unless 
studied. Its major disclosure is rate of 
dealer mortality. It doesn’t mean that oil 
companies are servicing twice as many 
burners as two years ago, but rather that 
such companies have virtually all stayed 
in business. Likewise it shows heavy mor- 
tality among original burner sales organ- 
izations. To get a true picture of the shift 
in relative importance of the three groups, 
it is best to look at the total number of 


burners they service. 


Burners Serviced 
Burners Serviced as % 


of all burners 


1941 1943 

Dealers who started 
First in burners 58 68 
First in heating 18 7 
First in fueloil 24 25 
100 100 


This indicates that the larger original 
burner dealers, once new sales had stopped 
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and they were faced with necessity of 
increasing service income, weaned cus- 
tomers away from heating contractors. 

Of whatever background, all reporting 
dealers sell either burner service or fuel- 
oil; 77% have service departments; 72% 
sell fueloil; 56% sell both. Not all of 
those selling fueloil operate their own 
bulk plants or truck fleets; more than a 
third of them sell oil on commission to 
their service customers, but the important 
point is that they get some income from 
oil. 

A comparison of 1941 and 1943 in 
fueloil handling characteristics of oilheat- 
ing dealers is: 


Oilheating Dealers Sell Fueloil 


Percent of Dealers 

194] 1943 

Operate Bulk Plants 18 29 
Operate Fueloil Trucks 36 47 
Sell Oil on Commission 29 25 
Total with Oil Income 55 72 


Again, this doesn’t mean that a lot of 
bulk plants were built, or trucks bought 
—they weren’t—but it shows that a large 
number without oil income had to quit. 

Dealers found it necessary in 1943 to 
continue to find ways to save overhead 
costs. Their spending for advertising is 
indicative. Most of it was done to get 
service business, with lesser emphasis on 
oil sales and none on equipment sales. 
While expenditure in each of the three 
major classifications was down, the classi- 
fied telephone directory suffered least, as 
could be expected, since that is a good 
source of service leads. A comparison of 
advertising dollars spent in 1943 with 
the average of four previous years shows: 
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Dealer Advertising Costs 


Advertising Cost per 
Service Customer 
Aug. 

1943 1939-42 
Newspapers $ .07 $ .27 
Direct Mail .04 5 
Telephone Directory = .16 
Total Ze 54 


Crossing competitive fuel lines, 39% 
of oilheating dealers in 1943 sold one or 
more stokers. They actually sold a few 
more stokers than they did oilburners, al- 
though it was still a negligible number. 
The reasons for stoker sales by a larger 
percentage of dealers than in 1942 is un- 
derstandable; a good many oil companies 
also operate coal yards, particularly in 
New England, and stoker sales were not 
banned as were oilburners to new users. 
When local boards refused rations be- 
cause heating facilities were convertible to 
coal, the owner objected to going back to 
hand firing and his burner dealer was in 
good position to get some business if he 
could get a stoker, and he could. How- 
ever, as explained in another article in 
this issue, total stoker sales for the year 
were only about half those of oilburners, 
since a large percentage of oilburners 
went to Government buyers. 

Only three percent of oilheating deal- 
ers sold gas heating equipment in 1943. 
New gas installations had been banned 
in September 1942, and the small num- 
ber of replacement sales have been made 
largely by gas companies, since they ser- 
vice practically all gas heating plants. In 
the last prewar year, 1941, gas equip- 
ment was sold by 16 percent of oilheating 
dealers, mostly in the Middle West. 


Service Price Changes 
Are Issued Officially 


SERVICE PRICE changes first issued as Sup. 
plementary Service Regulation No. 19 
and reported in the October issue, page 
28, and the interpretations to the supple 
mentary regulation (November, page 
36), have been incorporated into Revised 
Supplementary Service Regulation No 
19 to Maximum Price Regulation 165. 
and became effective on December 15 
Chief among the revised regulations are: 

Oilburner service companies now Oper 
ating on a per-call basis may either retain 
their per-call basis of charging, or may 
convert to an hourly rate basis not ey. 
ceeding that allowable in Regulation 19 

The new action also provides that (1) 
rates for the first hour may be charged 
for any portion thereof, even though the 
actual working time consumed is les 
than one hour, (2) charges for the second 
or succeeding hours must be computed on 
the basis of 15-minute periods, rounded 
out to the nearest 3 cents, and (3) rates 
established apply to each mechanic or 
service man employed on the job. 

Another provision makes it clear that 
the new regulation does not apply to sup 
pliers who sell oil burner service under a 
seasonal or yearly contract or to sellers 
who first sell or offer to sell services on 
or after the effective date of this 
regulation. 


revised 


The revised regulation delegates to the 
regional administrators and district direc: 
tors authority to apply the rates for any 
city to an area which, in the judgment of 
the field officer, should take the city rate 
This is necessary, OPA said, because of 
the many large cities surrounded by popu 
lous suburban communities that normally 
have had the same level of rates. The field 
officers also are authorized to suspend the 
regulation in any area they believe such 
action can best serve price control 
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CONVERSION PARTS prices have been re 
vised to a per piece basis from the former 
per pound schedule for ordinary boiler 
and furnace parts, and ceiling prices have 
been set on conversion kits that are sold 
as a complete unit. This revision of MPR 
236 returns ordinary repair parts prices 
to MPR 188 at the manufacturer's level, 
GMPR at the jobber level, and to MPR 


251 when sold installed. 
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Because of manpower stringency, ser 





‘ice managers were less promotional than 





in the previous year, not too anxious to 





et more business when they could hardly 
tandle what they had. 


be Asat sult, service department income 
. of several hundred dealers reporting for 
4 this study increased only slightly over the 
1 : 


srevious year, although there was enough 





noney in circulation and enough interest 


os 2 fuel conservation that the oilheating 

_. Mublic would have spent more if asked to 
do it. 

m The average dealer’s service income in 

~ 943 was $9,655 against $9,649 for the 

/ ame group in 1942, practically no 

A change, but it is interesting that the same 


dollar volume was done with 26% less 

4) Berice men than in 1942. 
The inroads of selective service and 
the lure of high wages in war plants con- 
tinued to decimate service crews, and in- 


lustry realists expect the situation to be- 





Men Wanted 


Service Keeps Afloat with Half of Prewar Manpower 


come some worse before it gets better. 
Meanwhile it is inevitable that some burn- 
ers will not get attention this winter when 
needed, and on emergency breakdowns 
some homes will be cold for hours or days. 

At the close of 1943 there is one ser- 
vice man employed to each 461 oilburn 
ers; in 1942 the ratio was one to 337 and 
in 1941 there was one service man to each 
244 burners. Thus, service manpower is 
just about half of what it was prewar. 

To help hold men against lucrative war 
plant jobs and also to help them meet 
rising living costs, dealers increased wage 
scales considerably during the year. Ser 
vice men’s average weekly income in 1943 
and 1942 was: 


Weekly Service Wages 


1942 1943 

New England: High $60 $75 
Low 33 37 

Average 50 57 

Middle Atlantic: High 70 (e: 
Low 33 38 

Average 46 53 

Middle West: High 80 80 
Low 30 30 

Average 59 62 

Pacific Northwest: High 80 80 
Low 60 60 

Average 69 73 

U. S. Average 53 59 


In the areas of stiffest war plant com 
petition wages were relatively highest, 
notably in the Pacific Northwest where 
shipyards and bomber plants exerted a 
terrific pull. 

Notice that the wages stated are week 
ly average income, regardless of hours, 
and not base pay for 40 hours. 

An example of service management 
difficulties in 1943 was the fact that, while 
wages increased, the average minimum 
service charge was lower than in 1942 
That may not have been so throughout 
the year, but in December it was lower 
than in the previous December. 

This came about as a result of a clearer 
understanding of OPA’s service price 
policy, and substantial though belated 
compliance with it. Back in the Summer 
of 1942 OPA required that all compa- 
nies file their March 1942 service prices, 
and adhere to them. Few companies did 
this—many did not know of the require 
ment—with the result that under the gen 
eral expansion flavor of the times, prices 
went up. Then in August 1943 OPA 
again emphasized the necessity of filing 
service prices and at the same time an 
nounced a dollars-and-cents price ceiling 
for those companies who did not file their 


historic prices by November 1. The OPA 


e 
Il r ~ . 
. EQUIPMENT SALES, 1943, BY OILHEATING DEALERS 
For each For each 
e 1,000 service Indicated 1,000 service Indicated 
Oil Burning Equipment customers Total customers otal 
Conversion oilburners 4.2 10,070 Oilburner Parts & Accessories 
Boiler-burner units L3 3,100 Wealoa 84.6 223.416 
Furnace-burner units 1.1 2,760 Motors 99 26.232 
Pot-type furnace burners 3 1,336 Fuel units 11.8 31.200 
Pressure-burner water heaters =o 815 Transformers 10.2 26.880 
Pot-type water heaters 3.7 8,765 Ignition assemblies 98 25.824 
Commercial burners 1.8 4,376 Pressure regulating valves 7.9 20,856 
. Space heaters 6.8 16,300 Oil line valves 8.8 23,352 
i Oil tanks 6.8 17,976 
t Oil filters 22.1 58,560 
, BWater Heating Accessories Draft regulators 35.9 94,944 
‘ Summer-Winter hookups LZ 3,264 Precast chambers 8.5 22,560 
J Indirect water heaters 2.8 7,392 Combustion baffles $2 13,708 
1 Hot water tanks 17.0 44,904 Stack switches 13.6 35,976 
Tank safety valves 8.6 22,704 Thermostats 18.6 48.984 
$ ; Clock thermostats 4.2 11,160 
Warm Air Heating Equipment ; ~ F Limit controls 19.7 51,888 
Separate furnaces 21.7 57.192 Boiler Heating Equipment 
Furnace blowers 10.1 26,808 Separate boilers 5.2 14,088 
Humidifiers 4.4 11,496 Hot water circulators 3.4 8,904 
Air filters 155.5 408,048 Low water limit controls 4.3 11,376 






fueloil 


€ o// heat 


37 











CAUSES OF 





SERVICE CALLS ; 





A FIVE-YEAR TREND 











As AVERAGE BURNER AGE INCREASES, 





MOVING PARTS NEED MORE 





ATTENTION 















MISC. 5.1% 
BAD OIL 5.2 Yo» 









= J 
LEAKS 6.0% | CONTROLS 


49% 


GNITION 7.2% 





MISC. 4.1 Yo 
BAD OIL 4.2% 


LEAKS 5.8% 







CONTROLS 











194/ 


FUSES 5.1% 









J, CLEAN & 
/ ADJUST . 
UNNEC- 13.7% EMPTY 
ESSARY TANKS 
8.0%e 6.4% 
NOZZLES 
bs, 12.0 %o 
\ P “~ = 
\ > UNNECESSARY 
\NozzLes a9 
\ MOTORS 943 


8.1°o SES 4.8% 
































ceilings for non-price-filing companies in 
cluded minimutn per-call charges of $2.50 
in cities of 500,000 or larger, $2.00 in 
cities over 100,000 and $1.50 in smaller 
cities. Since many companies had higher 
minimum charges, this new order resulted 
in widespread filing of March 1942 prices 
with local boards. 

The net result of closer OPA compli 
ance was a $2.71 national average mini 
mum per-call service charge in December 
1943, compared with $2.92 a year earlier 
and $2.25 in December 1941. By regions, 
minimum current service call charges are: 


Minimum Service Charges 


New Mid. Mid- Pac. 

Eng. Atl. west N.W. 

Highest $3.50 $4.00 $4.00 $2.50 
Lowest 1.00 1.50 2.00 2.00 
Average vA | 2.52 3.08 2.38 


It should be recalled that these are 
minimum labor charges only, excluding 
any repair or accessory parts sales, while 
it is obvious that the average billing per 
call must have been higher in 1943 than 
in 1942, since the same total dollar vol- 
ume was done with 26% less men to do 
the work. 

The same price trend was disclosed by 
reports of service charges for annual con- 
tracts. The average current charge for an- 
nual service is $14.53 (high $25; low 
$9.00) whereas a year ago it was $16.60 
and in 1941 was $16.00. 

There would be no point in dropping 
below the 1941 price, but for the fact 
that fewer dealers this year report selling 
annual contracts. In fact, the drop in 
number of annual contracts sold is so 
great as to seem unrepresentative, al- 
though the number of dealers reporting is 
as large as a year ago. 
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Although it had been stated during the 
year by some dealers, and shrugged off as 
an individual experiment, yet, from the 
present survey it must be true that very 
many service departments decided dur 
ing the year that annual contracts might 
become millstones if manpower shortages 
became too acute, and they didn’t want 
this responsibility, so discouraged them. 

Another hard-to-believe disclosure in 
the returns this year is that more free 
service was rendered in 1943 than in 1942 
by quite a margin. The figures show that 
6.5% of service calls were without charge 
in 1943, compared with 2.1% in 1942 
and 20.0% in 1941, the last prewar year. 

Perhaps some dealers lost oil business 
by cutting it out in °42 and decided to go 
part way back; again, perhaps some deal- 
ers believed that under the general OPA 
tightening of regulations they were re- 
quired to render free service because they 
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did it in March 1942 (which isn’t 50), 
perhaps oil supplies are enough easier this 
season to encourage some companies to 
merchandise no-charge service to pre 
ferred accounts. 

Another important shift in service ac 


r of boil 
ers and furnaces vacuum cleaned, which 


tivity in 1943 was in the numb 


practically dropped in half. This is not 
hard to understand, with the manpower 
shortage and the dearth of annual con 
tracts, all of which had included a clean 
ted total 
heating plants vacuum cleaned in °43 was 
353,100, against 715,000 the year before 
The average charge increased, however, 


ing job. From returns, the indi: 


since this gets away from the minimum 
service ceilings. 

The average vacuum cleaning bill for 
the year just ended was $6.74, while in 
1942 it was $5.48 and in 1941 it was 
$4.78, Since vacuum cleaning is all labor, 
the higher cost is understandable, but the 
implication is that labor was so scarce that 
dealers didn’t try very hard to get such 
business. 

It becomes obvious that as manpower 
progressively tightened service managers 
minimized efforts to sell jobs involving 
much labor and swung over to selling all 
possible equipment. Sales of replacement 
burners, conversions and reconversions 
are described in the first article in this 
issue. Sales of repair parts and heating 
accessories, as reported on the preceding 
page, blossomed under those conditions, 
with the result that service dollar volume 
equalled the year before. 

Sales of burners, by months, varied 


somewhat from the prewar pattern, since 
virtually all were replacements. Com 
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6-year 
1943 average 
January 8.7% 4.3% 


February 6.6 
March 9.2 


3.6 

5.3 

April 7.2 6.5 

May 4.9 6.7 

June 6.6 7.1 

July 6.1 8.7 

August 6.1 iS: 

September 15.1 17.2 

October 13.7 16.2 

November 9.2 8.0 

December 6.6 4.9 
Dealer activity in fuel conservation 


ales, other than heating equipment reno 


vation and accessories, was dominated by 
the sale of home insulation. Averaging 
ill reporting dealers, they sold 13.4 home 


insulation jobs for each 1,000 service cus 
tomers, or an indicated total for all oil- 
heating dealers of 35,496 jobs. A handful 
old storm sash jobs, with an indicated in 
dustry total of about 3,000 homes so sup 
New equipment for operating the ser 
vice department was bought in frugal 
quantities, for obvious reasons; yet actual 
industry totals are relatively important. 
Typical are these: 
Bought per Indicated 
1,000 Service Industry 


Customers T otal 

Vacuum Cleaners 6 1532 
Portable Electric Tools 6 1,608 
Service Trucks 3 912 
Truck Tires a) 18.672 
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Industry Scrapes Bottom 
(Continued from page 34) 
Water Heaters 

Reports indicate sales of 11,180 water 
heaters during 1943, off 58.7% from the 
year before. Mechanically fired water 
heaters accounted for 2,415 units, or 
4.2%, against 24.1% of the 20,740 sold 
1942. Oilheating dealers, however, sold 
only 815 mechanically fired water heaters, 
33.8% of the industry's total. The 1,- 
600 balance are presumed to have been 
bought for government use. 

Vaporizing type oilfired water heaters 
totalled 8,765, practically all of which 
were used in domestic installations. 

Installed prices for water heaters in- 
teased considerably during the year. 
Mechanically fired water heater prices 
were up 23.6% to $277. Units with va- 


Porizing burners were selling for 33.3% 








red with a six-year prewar average 


if 
t/ heat 


more, up to $140 installed. Wholesale 
prices on mechanical units were $175, and 
for vaporizing units $73. 

These figures indicate a dollar volume 
for mechanical water heaters at retail of 
only $225,750 and a wholesale value of 
$422,625. Vaporizing water heaters had 
a retail value of $1,147,100, and a whole- 
sale value of $639,845 


Summary 


Total dealer product sales at retail dur 
ing 1943 amounted to little more than 
$17,000,000, exclusive of service and fuel 
oil sales, off 57.5% from 1942 

If, as indicated at the end of the year, 
manufacturing of products for replace 
ment and repair is speeded during 1944, 
and some of the restrictions on new in- 
stallations of oilfired equipment are eased, 
it is probable that dealers will have more 
to sell in 1944 than in the year just ended. 
It seems probable that 1943 may have 
been the low point in the industry’s his- 
tory 


© 
Predict 1944 Building 
Will Be Third Under °43 


NEW non-farm family dwelling units to 
be started in 1944 have been estimated by 
the Department of Labor at 225,000, a 
third less than the 344,000 units started 
in 1943: About 182,000 dwelling units, 
or more than half the total for 1943, 
were privately financed and it is expected 
that 
started by private funds in the year ahead. 

The 1943 total is only two-thirds of 
the 496,600 units started in 1942, and 
less than half the post-depression high of 


about the same number will be 


715,000 units in 1941. Privately financed 
residential building last year was three- 
fifths of that begun in 1942 and three- 
tenths of that in 1941. The 1943 total of 
private residential building was the low- 
est in any year since 1920, except in 
1932-33-34. The expected decrease of 
119,000 units this year will come entirely 
from Federally financed building. 

Of the 
dwelling units started in 1943, 135,000, 


or 74.5% were in 1-family houses, con- 


182,000 privately financed 


HH OF 


trasted with an average of 77% 1-family 
houses in the prewar period. Two-family 
houses last year accounted for 17,600 
9.7% of the total, 


against the prewar average of 5%. Multi- 


dwelling units, or 


family structures provided 28,800 dwell 





ing units, or 15.8%, contrasted with 18% 
prewar. The prewar trend was toward a 
larger percentage of dwelling units in 1- 
family houses, and fewer in buildings of 
three or more dwelling units. 

Privately financed 1-family units 
started in 1943 declined 47% from the 
1942 total. Two-family units increased 
slightly and the number of multi-family 
houses decreased 8%. More than 95% of 
the publicly financed family dwelling 
units started in 1943 were in temporary 
structures. In 1942 more than a quarter 
of all publicly financed dwelling units 
were permanent types. Both the reduced 
prominence of privately financed 1-family 
houses and the increased proportion of 
publicly financed temporary types is be- 
lieved to have resulted from the need to 
conserve scarce building materials. 

There was 36% fewer new units started 
in rural non-farm areas last year than in 
1942, while the volume of units in urban 
areas declined 26%. The number of units 
started in cities of 2,500 to 5,000 popu- 
lation declined only 11%, and the great- 
est decrease, 36%, was in cities of 10,000 
to 25,000 population. 

The accompanying table shows a com- 
parison of new dwelling units provided 
in non-farm areas in 1943 and 1942, both 
by geographic areas and by population 


groups. 


Estimated New Dwelling Units In 
Non-Farm Areas, 1943-42 


Population 1943 1942 
group 
Total nontarm area 344,000 496,600 
Percentage change .... 30.7 ere 
"Fotal Utbast cede 205,000 277,200 
500.000 and over .. 38,000 57,200 
100.000 to 500.000 . 49,500 58,400 
50,000 to 100,000 .. 23,300 30,400 
25,000 to 50,000 ... 20,300 27,100 
10,000 to 25.000 ... 39,200 61,000 
5,000 to 10,000 .... 21,800 28,600 
2.500 t 5,000 ..... 12,900 14,500 
Rural nonfarm ...... 139,000 216,200 
Geographi 
division 
All divisions ....... 344,000 496,600 
Percentage change .... 30.7 wae 
New England ........ 11,400 22,300 
Middle Atlantic ..... 30.700 61,400 
East North Central .. 59.800 81,200 
West North Central 11.400 24,200 
South Atlantic ...... 69,700 95,400 
East South Central 13,500 27,000 
West South Central 40,300 45,300 
RROUTGAIN 6 «010 Ges eres 20,700 14,600 
PREM os ocak exe wae 86,500 125.200 


INSULATION men from nine companies 
have been named to serve on OPA’s 
Mineral Wool Installation Industry Ad- 
visory Committee to advise on a pricing. 












Range Oil Sales 
By Grades and by States for 1942 
U. S. Bureau of Mines Figures 
(In thousands of barrels) 


NEW ENGLAND STATES 


Kero No.1 1942 194] 

l sene Fuel Total Total 
Massachusetts 467 215 11,682 13,187 
Connecticut 3,687 84 3,771 3,963 
Rhode Island 208 84 2,292 2,495 
Maine 582 45 1.627 1,827 

N. Hampshire 884 30 914 907 
Vermont 593 - 593 638 


20,421 458 20,879 23,017 
MIDDLE ATLANTIC STATES 


2 Kero. No.1 1942 
New York 6,917 Zak... 2.128 
New Jersey 3,323 126 3,449 
Pennsylvania 895 24 919 
Maryland 651 11 662 
Dist. of Col. 104 + 104 

Delaware 84 l 85 


11,974 373 12,347 
MIDDLE WESTERN STATES 


3 Kero. No.1 1942 1941 
Illinois 1,455 1,334 2,789 2,185 
Michigan 283 651 934 712 
Wisconsin 240 541 781 616 
Iowa 210 464 674 456 
Minnesota 335 328 663 670 
Missouri 451 102 553 477 
Ohio 354 118 472 457 
Indiana 198 241 439 355 
Nebraska 154 23 177 199 
Kansas 136 15 151 185 

N. Dakota 71 36 107 119 
S. Dakota 94 12 106 113 


3,981 3,865 7.846 6.544 
WESTERN STATES 


4 
California 
Montana 
Colorado 
Wyoming 
New Mexico 
Washington 
Oregon 
Utah 
Arizona 
Idaho 
Nevada 


—Ne =e NN A 


bh NK Ww Rh WOOL 


248 103 
SOUTHERN STATES 


5 Kero. No.1 
N. Carolina 775 10 
Florida 635 19 
Texas 5$2 
Georgia 265 

S$. Carolina 191] 
Virginia 191 
Oklahoma 135 
Arkansas 118 
Tennessee 97 
Louisiana 98 
Alabama 76 
Kentucky 70 
Mississippi 59 64 
W. Virginia 59 - 59 


2 
~1 00 


i 


3.321 179 3,500 
TOTAL UNITED STATES 


Kero. No.1 1942 1941 
U. S$. Total 39,945 4,978 44,923 46,110 


40 


U.S. Bureau of 


Mines Reports 


Fueloil Consumption Detail 


" 
sac AND CHARACTERISTICS of fuel 
oil consumption, by volume and types of 
use, for the year 1942 were released De 
cember Ist by the Bureau of Mines. 

Total fueloil sales mounted to a new 
level in 1942, the fourth consecutive year 
of record-breaking deliveries. The demand 
for fueloil of all types was 592,146,000 
barrels, a 7 percent gain above the 1941 
totals, which had shown an 11 percent 
gain over 1940. 

While the major shifts in 1942 were 
in uses other than heating (railroads up 
25%, bunkering vessels down 319%), 
heating oils did show a small gain, from 
167,514,000 barrels in 1941 to 168,989, 
000, even though rationing had been in 
effect during the last quarter of the year. 
Some hundred thousand burners had 
been installed in the first few months of 
1942, the winter months had been colder 
than the year before, and these expan- 
sion factors more than offset the rationing 
shrinkage. 

Conservation and conversion to other 
fuels resulted in a 13% decline in deliver 
ies to gas and electric utilities. Smelters, 
mines and manufacturing plants running 
full blast to satisfy war demands in- 

ised their fueloil requirements by 10 
percent. 

Deliveries of distillate fueloils (includ- 
ing diesel fuel and No. 1 grade markcted 
as range oil) of 186,813,000 barrels were 
8 percent above the 1941 total, while 
residual demand rose 6 percent to 405, 
333,000 barrels. 

The demand for both light and heavy 
fueloil has shown a strong upward trend 
in 1943, a normal expansion under pres- 


ent war conditions and also pr bably a 
reaction of a market which was under. 
supplied in 1942 because of transporta. 
tion difficulties. Distillate fueloil deliver. 
ies for nine months of 1943 were 153 
million barrels, a gain of 14 percent over 
the corresponding period of 1942. The 
indicated demand for residua! fueloj] 
through September 1943 was up imilarly, 
increasing to about 336 million barrels 
for the nine months, a 13 percent rise 
The kerosene market in 1943 has re. 
mained relatively static as the nine-month 
total of 49 million barrels is ab: 

cent below the January-Septeml 
mand of 1942. 

The market for light or dom: 
ing oils (Grades 1-4) of 121,506 
rels in 1942 was little above the | 
of 120,908,000, while sales of he 
ing oils (Grades 5 & 6) increa 
percent to 47,483,000 in 1942. Lig] 
ing oils constituted 65 percent of t 
liveries of distillate fueloils fo: 
poses in 1942, compared with 70 percent 
in 1941, while residual heating oils were 
approximately 12 percent of all residuals 
in both years. 

Heating oils showed the greatest ex: 
pansion in the Pacific Coast area, where 
sales in 1942 were up 19 p 
463,000 barrels. Rationing and _ inade- 
quate supplies caused a two percent de: 
cline in East Coast heating oil deliveries, 
with the New England states hardest hit, 
and showing a loss of 11 percent 

The distribution of range oil was sub 
ject to the same difficulties, and because 
nearly half of all range oil is sold in New 
England, the reason for a substantial drop 
in the country’s total is clear. 


Fueloil Sales 1938-1942, by Uses 


(In millic 
DISTILLATE 


1939 1940 1941 
97 116 121 


Ce 


Ime nbwrwnwe 
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In ww 


Oil Cc 


Ne 


ns of barrels) 


RESIDUAL 
USES 
1939 1940 194 
Heating 2 39 45 47 


4 No. 1 Sold as Range ee oe 
5 Railroads 61 65 
11 Vessels 65 62 
5 Utilities z 28 28 
1( é Industrial 61 67 


ympany Fuel Z 48 51 


All Other Uses 16 a1 


TOTAL 318 338 
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Heating Oil Sales 
By Grades and by States 


Official U. S. Bureau of Mines Figures 


(In thousands of 42-gallon barrels) 


NEW ENGLAND STATES 
Total Residuum 
1 lo. 5 1942 1941 
Massachusetts 4,313 4,741 
Connecticut 1,639 1,601 
Rhode Island 822 915 
N. Hampshire 300 191 
Maine 208 259 
Vermont : 108 110 


390 


MIDDLE ATLANTIC STATES 
2 N lo 1942 
New York .07 10,262 
New Jersey ’ s211 
Pennsylvania 1.602 +.266 
Maryland ‘ 849 
Dist. of Col 681 
Delaware 151 


20.420 


MIDDLI 


No 3 J 2 3 
6,864 Illinois 
265 : 4.953 Minnesota 
265 : : Michigan 
191 me Missouri 
.708 2 ; 9 Wisconsin 
421 7 Iowa 
553 : ‘ Indiana 
964 ,47( 58 Nebraska 
741 Pe. Ohio 
93 S. Dakota 
86 a 33 Kansas 
45 a 33 N. Dakota 


WESTERN STATES 


16.196 


WESTERN 


No. 3 1941 4 
,860 se . 899 California 
,699 6 : 3557 Washington 
,023 a : 442 Oregon 
329 ae 292 Nevada 
121 sis 240 Arizona 
216 Colorado 
97 Idaho 
52 Utah 
118 Montana 
78 W yoming 
43 New Mexico 


STATES 


,034 


SOUTHERN STATES 


© 
Virginia 
Florida 
| N. Carolina 
71 t : Louisiana 
‘ Z Georgia 
114 358 Texas 
18 }2 S. Carolina 
69 on 2 Kentucky 
34 Se 5 Arkansas 
8 Oklahoma 
63 ia 2 Alabama 
43 ar Tennessee 
6 Ay W. Virginia 
18 ae 46 Mississippi 
4,362 1,000 mK .356 


1,110 4.102 


TOTAL UNITED STATES 
1942 
47.483 


1941 
46,606 


No. 6 
29,842 


1942 
121,506 
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1941 
120,908 US. A 


No. 3 
27,490 


Grand Totals 
1942 
13,971 
6,187 
3,248 
1,334 
1,224 
658 


26,622 


1942 
35.507 
16,110 
10,351 

3,583 
2,500 
546 


68,597 


]¢ 
19, 
5,782 
6,485 
6.070 
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1,563 
1,090 
528 
456 
416 
434 
208 
278 
133 
118 
99 
74 
55 
42 
5,494 5,519 
1942 
168,989 
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167,514 
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Fueloil Distributor Trends 


Nationally, Heating Distillates Drop 23%, Kerosene 10% in 1943 


I, THE FIRST FULL YEAR of rationing, 
1943, fueloil distributors with few ex- 
ceptions managed to stay in harness and 
to maintain in high degree their cus- 
tomers’ acceptance of oilheating as an ele- 
ment in better living. This was accom- 
plished under the most difficult operating 
conditions, for both distributor and con- 
sumer, that the industry has ever faced. 

The fact that consumer acceptance of 
oil as a fuel is strong as ever is eloquently 
attested by the number of reconversions 
to oil after converting to coal, following 
the scare headlines of last winter that oil- 
heated homes were about to freeze, or 
under pressure from local boards who 
wouldn’t allow additional rations if the 
heating plant was convertible. 

Domestic reconversions to the end of 
December equalled one-seventh of those 
that had converted in the 18 months since 
the oil shortage scare took root. The num- 
ber of reconversions is reported in another 
section of this issue. 

Not only have several thousand homes 
already gone back to oil, but more sig- 
nificant is the statement by reporting fuel- 
oil distributors that 95% of their cus 
tomers who converted to coal definitely 
plan going back to oil as quickly as we 
lick Hitler and they are assured supply. 

In the year’s struggle with reduced 
sales volume, acute manpower shortages 
and general rationing regulation difficul- 
ties, distributors had a wide variety of ex- 
periences; few of them make reports even 
approximately identical in measuring 
their results. There were important dif- 
ferences between geographic areas, as 
shown by the impact of rationing meas- 
ured in gallonage cuts in the following 
table: 


Volume Cut by Rationing 


Kero. Dist. Resid. 
New England 26.9% 27.0% ..* 
Middle Atlantic 6.6 28.3 41.8% 
Middle West 1.5 14.8 69.4 
Pacific Northwest 12.3 3.7 6.3 


The widest variations were in kerosene, 
with reasons not too hard to find. The ra- 
tioning program, as set up for last season, 
made too liberal kerosene allowances for 


*Too few returns to be representative. 
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heating, by requiring boards to follow a 
square-foot formula where the applicant 
had no clear record of his previous sea- 
son’s consumption, which few had. 

This worked fairly well in New Eng- 
land, where half of the country’s kero- 
sene is burned, because hundreds of thou- 
sands of New Englanders do their entire 
heating and cooking job with kerosene. In 
most instances they needed the full square 
foot area allowance and yet were de- 
cidedly chilly, as had been expected under 
ration cuts. Another factor that cut New 
England kerosene consumption was the 
very severe product shortage in that area. 


Kerosene Auxiliary 


In the Mid-Atlantic and Midwest re- 
gions, however, relatively few homes or 
apartments (except Brooklyn’s cold-water 
flats) do the whole job with kerosene- 
by and large their kerosene heating is 
auxiliary to something else. True, if an 
applicant showed that he heated with 
both coal and kerosene, the boards were 
supposed to give him a ration to represent 
only the square footage heated by kero- 
sene, but in many cases that was too much. 


When a home in those areas uses both 
coal and kerosene, it frequently uses the 
oil space heater in mild Spring and Fall 
weather, then starts the coal furnace with 
cold weather and will not use both at the 
same time unless the day is extremely 
frigid. Under these conditions, the boards, 
operating strictly within regulations, is- 
sued too many coupons and the user could 
burn as much kerosene as in normal times. 


That loophole has now been plugged by 
a change in rationing regulations that in- 
structs boards to issue a space heater ra- 
tion representing two-thirds of what they 
believe the applicant’s normal needs 
would have been but not more than the 


floor area guide. 


In the Pacific Northwest the kerosene 
cut was minimized by the late rationing 
start, but this was partly offset by the 
greater oil consumption of the average 
cooking range. Most cooking there is done 
in pot-type range burners, with higher 
consumption rate than the conventional 


January 


sleeve-type. So the cooking oil cut there 
was greater than in other regions. 
The light distillate cut in the Midweg 
is largely explained by higher coupon 
values announced when the thermometer 
was scraping bottom and oil supplies were 


not. The heavy residual cuts shown jp 


Mid-Atlantic and Midwest were stimy 
lated by conversion activities of PAW en 
gineers. Substantially all of the residual 
gallonage reported could be considered 
heating oil rather than industri 

It is customary to visualize a fueloil 


distributor as a company operating one 
or more bulk plants, a fleet of retail de 


livery trucks, in addition to engaging in 


various marginal activities, such as per 
haps oilburner sales and servic 

While all do operate truck fleets, many 
do not have their own bulk plants, get: 
ting their supplies under-the-fill at other 


plants. Percent of distributors with their 
own bulk plants, average plant storage ca 
pacities, and average gallonage sold and 


rates of turnover, by regions are: 


Bulk Storage Plants 


New Mid. Mid- Pac. 
Eng. Atl. est N.W 
Percent with plants ‘56 57 89 56 
Avg. Storage Ca- 
pacity in thous. 
gals. 
Kerosene 36 32 33 
Distillate 51 144 84 33 
1943 Sales in thous. 
gals. 
Kerosene 377 268 273 153 
Distillate 569 2004 878 603 


Annual turnover of 


storage _ cap. 

(times) a 
Kerosene 10 8 8 
Distillate 11 14 10 «+38 


Including both those distributors who 
operate bulk plants and those who do net, 
the average number of customers per dis 
tributor and the average gallonage per 
customer, for the year 1943, were: 


Customers and Consumption 


New Mid. Mid- Pac. 

Eng. Atl. west NW. 

Kerosene: i 

Customers 583 510 318 279 

Avg. gals. 624 467 451 6l4 
Distillate: 

Res. heating a 

Customers 409 910 351 54 

Avg. gals. 1542 1361 1469 118) 


Com’l. Htg. . 
Customers 28 59 28 Je 
Avg. gals. 3839 5160 3116 485 
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fueloil distributors operated with 11 
erent less tank trucks in 1943 than in 
he year before, the average of all re- 
wting having declined from 4.3 trucks 
xr company to 3.8 trucks. Reduction in 
ges due to rationing should allow a 
ger drop in trucks operating if delivery 
apenses were to be held constant, but 
jarly this could not be done. It has been 
under rationing to make about 


gecessar 
smany drops as before, with the reduc- 
jon showing up in less gallons per drop. 
Pacific Northwest operators made the 
videst use of their trucks, averaging over 
1,000 miles per truck while those in the 
Midwest turned in the smallest average 
nileage at 7,520. Number of trucks per 
istributor, mileage operated, customers 
gved and gallonage delivered per truck 


ye shown in the table that follows: 


Tank Truck Operation 


New Mid. Mid- Pac. 
Eng. Atl. west N.W. 
No of trucks 
1943 3.3 4.8 = 3.4 
1942 3.7 2.’ a 3.6 
Decrease 11 9 16 6 
Miles per truck 9580 10509 7520 12040 
lustomers, all types, 
per truck 298 263 220 358 
customer 32 40 34 34 
llons per truck 
per season 
(thous.) 301 366 212 445 
talons delivered 
per truck mile 32 29 35 27 


The last line in the foregoing table, 
allons per truck mile, is the best single 


index of overall delivery efficiency. The 
weighted average for the four principal 
fueloil consuming areas for 1943 is 31.2 
gallons per truck mile. This compares with 
34.5 gallons, the national average for 
1942, and indicates a decrease in truck 
operating efficiency of about 10 percent 
under rationing. Midwestern states again 
show the best score in gallons per mile, 
largely because customer tanks, and thus 
average drops, are larger. 

Another important yardstick in effec- 
tive fueloil distribution is the percent of 
distributors in each section who operate 
automatic delivery systems. When ration- 
ing started in the Fall of 1942 many com- 
panies previously offering automatic de- 
livery service threw up their hands and 
said it couldn’t be done under the com- 
plications of unpredictable consumption 
rates. But some did stick it out and were 
surprised to find that it wasn’t a hopeless 
undertaking. As a result the start of the 
present season found others resuming this 
particularly useful service to consumers, 
and to their own operating effectiveness. 

To properly handle automatic deliver- 
ies it is highly desirable that customers 
coupons be deposited with the distributor, 
but only reasonable success has been had 
in coaxing them to do it. At present 45% 
of fueloil distributors use automatic sys- 
tems, compared with 41% reporting at 
this same time a year ago. It is important 





to note, however, that it is usually the 
larger companies that have such systems, 
so a larger percentage of total oil con- 
sumed is delivered automatically. 

The table that follows sets forth per- 
centages by regions of companies with 
automatic systems, percent of coupons de- 
posited, both with and without automatic 
systems. 


Automatic Deliveries 


New Mid. Mid- Pac. 
Eng. Atl. west N.W. 
% of firms using 
auto dely. 35 61 21 78 
%. of coupons, de- 
posited, all Co..s 59 74 65 ye 
% of coupons de- 
posited, Co.'s 
with auto. de 
liveries 66 89 71 81 


An increasingly important activity of 


fueloil distributors, especially in some sec- 
tions of the country, is the servicing and 
sale of oilburners. With a virtual ban on 
sales other than replacements, the major 
oilburner activity is service, but it is these 
integrated companies that can be expected 
to account for an important share of post- 
war oilburner sales because they have 
been able to maintain active staffs and 
close consumer contact when many heat- 
ing contractors were inactive. 

The percent of fueloil distributors in 
principal areas who service oilburners, 
and the percent of total burner service 
work in their areas done by them are: 





































































































































TANK TRUCK OPERATING YARDSTICKS — 1943 
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Burner Service by Oil Retailers 
New Mid. Mid- Pac. 
Eng. Atl. west N.W. 
% of F. O. Dist’s. 
servicing burners 
% of all burners 
serviced by fuel- 
oil distributors. . 63 88 17 41 
% of all heating oil 
sold by F. 
Distr’s who rend- 
er burner service 61 76 16 29 


64 65 19 50 


The overall integration of fueloil dis- 
tribution and oilburner servicing is some- 
what more than half way for each activ- 
ity. In other words, on a national basis, 
49.5% of all retail fueloil distributors 
have oilburner service departments. Those 
integrated companies, also on a national 
weighted average, service 57% of all 
burners now operating; moreover, these 
two-way companies sell nationally 50.3% 
of all heating oil consumed. 

Lest these data appear to conflict with 
the percentages shown in the dealer ar- 
ticle on page 35, it is necessary to point 


out that the dealer article is relating pres- 
ent activity to the business origin of com- 
panies, while in this story the fueloil dis- 
tributor is any company now selling oil 
although it may originally have been a 
burner dealer, heating contractor, or 
whatever. 


New equipment purchases by fueloil 
distributors in 1943 were held down by 
priority difficulties, by the necessity to 
economize and by ability to rob a laid-up 
truck to get equipment for another. How- 
ever, some equipment had to be bought, 
as the table shows: 


Fueloil Handling Equipment 


Indicated 
Total 


Purchased, 

per 1,000 

Customers Purchases 
Tank trucks  .63 1,688 
Tank trailers .15 402 
Fueloil hose, ft. 304 814,400 
Truck meters  .82 2,197 
Bulk plant meters  .17 455 
Trunk pumps’ .90 2,411 
Bulk plant pumps’ .19 509 
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CRAPKIC BY PICKS gummed 


Service Men “Critical” 
In New W.M.C. Ruling 


REPAIR AND INSTALLATION men for gj] 
burning equipment have been added ty 
the list of critical occupations in a Jany 
ary 4 ruling of the War Manpower Com, 
mission. Conserving the industry’s map 
power, the ruling has two implications: 
selective service boards are on notice t 
defer such men when possible; men can- 
not leave present jobs for others without 
approval of U. S. Employment Service 

Before calling an occupation critical, 
WMC determines that the acute short 
age of the skill impedes or threatens war 
production; the occupation — requires 
lengthy training; replacements cannot 
readily be made by upgrading; the occu 
pation fills a definite need in maintaining 
current war production. 


L-74 Now Allows Free 
Emergency Replacements 


ONE RAIL was lifted from the fence around 
domestic oilburner replacements on Janu 
ary 4, when L-74 was amended to permit 
restriction-free replacement from dealer 
stocks of all burners more than 10 years 
old, or those beyond repair. Removed 
burners must be scrapped. 

Replacement of burners other than the 
10-year-olds or those completely out of 
running order must be made only after 
approval of the district WPB office of 
a Form WPB 1319. A simplified Form 
2727 will be used to get burners from 
manufacturers, but burners now may 
move at the dealer-distributor level with: 
out any advance approval. 

New installations still require approval 
in writing from PAW, and a ration from 
OPA’s local board. 

Industrial, distillate and pot type burn: 
ers can be delivered only on a AA‘5 rat’ 
ing or higher. 


© 


FUEL OIL Industry Advisory Council met 
with rationing officials at Washington, 
December 7, primarily to afford members 
the opportunity of meeting Chester 
Bowles, administrator, and Colonel Bryan 
Houston, deputy administrator in charge 
of rationing. 
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Mercoid Controls are still being built and sold 
though the volume is almost entirely on industrial 
types. These carry the highest war priority and 
find their way into war plants everywhere through- 


out the country, where they are doing their im- 


portant part in the big job of essential production. 


AUTOMATIC saddens FOR HEATING, AIR CONDITIONING, REFRIGERATION AND wien INDUSTRIAL APPLICATIONS 


MADE BY THE “MERCOID CORPORATION, 4213 BELMONT AVENUE, CHICAGO ‘41, ILLINOIS 


fueloil 
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More Kerosene Promised 
By Relaxing Specifications 


A RELAXATION of the present straight 
specifications of kerosene marketed in the 
East Coast, which, in effect, will increase 
its production, was ordered Dec. 27 by 
Petroleum Administrator for War Harold 
L. Ickes. 

In an amendment to the specifications 
for principal petroleum products mar- 
keted on the East Coast (District 1) un 
der its Directive 59, PAW ordered stabili- 
zation of kerosene and distillate fuel oil 


quality on a basis that will permit greater 
refinery yields of kerosene without, how- 
ever, impairing the quality of the prod- 
ucts to any noticeable degree so far as 
heating and lighting efficiency is con- 
cerned. 

Administrator Ickes explained that the 
current, relatively easier situation in 
lighter fuel oils, at which expense the ad- 
justment is made, warrants the change 
in order to maintain the present satisfac- 
tory, though tight, supply of kerosene. 

Refiners throughout the country have 
already been asked to increase their kero- 


DEGREE DAY TABLES 


ONE MONTH ONLY———— 
Percent 
Chang 

Ls 


November 
Normal 1942 1943 
756 799 871 
393 32) 427 
531 484 536 
651 646 648 
747 739 827 
709 723 863 
613 548 679 
677 673 771 
298 219 317 
721 657 680 
768 738 880 
74° 717 
768 720 
691 703 
940 1026 
162 124 
663 582 
599 553 
110 106 
550 483 
788 780 
943 1066 
147 199 
600 607 
741 877 
548 574 
656 697 
864 828 
558 493 
640 639 
492 637 
733 749 
271 172 
990 1006 1012 
558 581 497 
721 683 818 
558 504551 
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Albany 
Atlanta 535 449 597 
Baltimore 795 683 863 
Boston 
Buffalo 1282 
Chicago 
Cincinnati 939 938 
Cleveland 
Dallas cy ka 401 
Denver 
Des Moines 
Detroit 
Grand Rapids 1327 12 1451 
Hartford 1165 
Helena 
Houston 189 236 
Indianapolis 
Kansas City 891 1041 
Los Angeles 158 y 102 
Louisville 802 852 
Milwaukee 
Minneapolis 
New Orleans 170 = «123, +4259 
New York 925 810 989 
Omaha 
Philadelphia 820 760 902 
Pittsburgh 
Portland, Me. 
Portland, Ore. 947 843 787 
Providence 1142 
Louis 812 805 912 
Salt Lake City 
San Francisco 504 560 404 
Sault Ste. Marie 
Seattle 
Toledo 
Washington 855 716 893 


————SEASON TO DATE 

(Sept. 1 to Nov.30) Percent 
Normal 1942 1943 
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1027 1163 


1498 
1782 


1317 
1590 1683 


1147 63221 1366 


1049 1093 1213 
1430 1560 1558 


1016 1100 
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1184 1225 1109 


1906 1930 2008 + 5. 
1104 992 908 — 17. 
1188 1195 1449 + 22.0 
de, ee 


*Compared with normal 


sene yields whenever consistent with cop. 
tinued maximum production of essential 
war products. The present relaxation jp 
kerosene specifications is expected to hay 
ten this action by allowing refiners pro 
ducing kerosene for sale in District 1 tg 
take a greater “cut” from the crude gif 

The specification changes include raig 
ing the maximum temperature for the 
10% point for No. 1 oil from 410 to 4298 
and for No. 2 oil from 440 to 460% 
which will enable refiners to run the 
lighter ends of the distillates to kerosene. 
Also the burning test for kerosene me 
quired by Federal Specification VV 
211A is reduced from 24 hours to 1§ 
hours, which will allow a heavier kero 
sene. 
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OPA Allows Half Cent 
Surcharge Under 100 Gal, 


UNIFORM SURCHARGES for tankwagon de- 
liveries of less than 100 gallons of Nos. 2, 
3 and 4 distillate fuel oils in 15 Atlantic 
States and the District of Columbia were 
announced by the Office of Price Ad 
ministration. 

A premium of no more than half a cent 
a gallon over the per-gallon ceiling for 
150 gallons or more may now be added 
for these small-lot deliveries by sellers who 
determine their maximum prices by for 
mula under the petroleum products regu: 
lations. 

This principle of half a cent a gallon 
surcharge for deliveries of less than 100 
gallons, and no surcharge for any delivery 
of 100 gallons and over, already is appli 
cable to specific cents-per-gallon ceilings 
for these oils. The new action extends the ] 
principle to formula ceilings. 

Sellers who have charged extra for de- 
liveries from 100 to 150 gallons in the 
past now can make no surcharge for de- 
liveries of 100 gallons and over. 
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BOILER SHORTAGES have become so acute 
that WPBhas appealed to contractors and 
dealers to help conserve the available 
supply for emergency replacement pu 
poses, and to repair and recondition all 
boilers that can be kept in service. When 
emergency replacements cannot be ob 
tained under the AA-5 allowed by P-84, 
dealers are asked to apply to the nearest 
WPB field office for an emergency rating. 


January 
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McDonnell No. 47-2 Quick-Hook- 


used for low water cut-off or alarm 


clear into the Army. But the boiler can’t scram; and difficult circuit. For boilers below 5000 sq. 
ft.; maximum steam pressure, 25 Ibs. 


¥ ELL...maybe he took the hint and “scrammed”... possibly : Up Boiler Water Feeder with switch 


though it may be to replace Sam, it’s still harder today to replace 
the boiler! 


Yes, hundreds of boilers like this are vital, directly or indirectly, 
sllon to every phase of the war effort. Many of them are up against tougher 
100 conditions than they have ever before encountered. They must be 
very kept in service. Yet, paradoxically enough, attendants have very 
ppli- 
lings The importance of protecting these all-but-irreplaceable boilers 


little time today to watch the water glass. 


, ; P McDonnell No. 51-2 
from low water damage is fully recognized. And therefore McDonnell : pesfeams saan functions 

. ‘aa Tr . Pas - | b 5 . 
Boiler Water Feeders and Low Water Cut-offs are available for all So ipl pow 35 Ibs. 


applications where protection is essential. 

A set of installation and wiring diagrams covering today’s special 
needs and specifications has been compiled in a convenient letter-size 
kit that you will find particularly useful. 


if = . “df 
Write today for your copy. Ie © 


IDONNELL & MILLER, 1310 Wrigley Bldg., Chicago, Illinois McDonnell No. 150 for boilers of 


any size; maximum steam pressure, 

* 150 Ibs. Used as feed-pump con- 

D) : Qe os : Yell. trol, low water cut-off, or low water 

° ya alarm. Furnished with or without 
manual reset. 

; McDonnell No. 67 

Quick-Hook-Up Low 

Water Cut-off for auto- 

matically fired boilers 

of any size. Maximum 

steam pressure, 25 Ibs. 





Oilheating Trends 
(Continued from page 11) 


black-market or other intentional skul- 
duggery indicated, absolution would be 
given promptly. The date for filing was 


’ of those who filed forms ranged from 5% 
to 3.5%, averaging 1.8% of total sales. 
Interestingly, the distributor with the 





most critical in coal history, with a na~ — onor after November 1.Fromthescream- 3.5% loss is one of the country’s mog s 
tion-wide staff of only 40 employees. ing that had been done, the boards ex- competent, of unquestioned integrity ios 

FUELOIL BAIL-OUT: Under considerable _ pected an avalanche. But the forms were —_ with advanced automatic delivery opera: a 
pressure from dealers, OPA devised a __ not filled-out and filed, except by relative’ _ tion. The fact that he filed the form ing % 
procedure for reporting stock and cou- ly few. Only 13% of the fueloil distribu- cated valid explanation of the loss—e te 
pon losses, developed Form 1120 and in- tors reporting this month filed or intend — must have had some barges sunk. Br” 
structed anyone who wanted to be 


brought back into balance to file the form 
and hope for the best. It was clearly un- 
derstood that if losses represented only 
ordinary business wear-and-tear, with no 





QUICKLY 
ABSORBS 
OIL & GREASE 


from 
FLOORS 
PAVEMENTS 
DRIVEWAYS 
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Use it around ‘ 

HIGH-BOYS 
and 


FILL-PIPES 











How would you like to put an end to customers’ com- 
plaints about spilled oil and grease? How would you 
like to cut down slipping accidents and retard fires? 
How would you like to save back-breaking, time- 


consuming labor now wasted in cleaning up? 


SPEEDI-DRI will do all this for you—and more! It's 
a white, granular substance that soaks up oil and 
grease like a blotter. It’s easy to use. It’s safe, clean, 
economical, unrationed. Write for details and FREE 


SAMPLE. 


SUPPLIERS 


East 
REFINERS LUBRICATING CO. 
New York 1, N. Y. 


West Coast 
WAVERLY PETROLEUM PRODUCTS CO. 
Russ Building, San Francisco 4, Calif. 


Prompt Service from Warehouse Stocks in Leading Cities 


WAVERLY PETROLEUM PRODUCTS CO. 


to file the form. A third of those who filed 
have been brought back into balance by 
their boards; two-thirds have not but ex- 
pect to be bailed out by the OPA district 


offices. Aggregate stock and coupon losses 


Sa se reat teks iiph tetera shal SRO RIP SIG GREE 
Sn Ten Den COREE Oe nen A ob ee ak ai site 


Midwest and South 


Philadelphia 6, Pa. 





pe 


Of the 87% reporting who <id not file 
the bail-out form, four-fifths of them gy 
their losses were too small to bother about, 
with the remainder divided about equally 
between those who are skeptica! of OPA’ 
honorable intentions and those who had 
already been bailed out by local boards 


before the legal procedure was :et up, 
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As a practical matter it is impossible to 
sell fueloil under rationing without some 
losses, of either stock or coupons, so every 
distributor who played the game the right 
way cannot fail to be out of bal:nce. The 
answer to why they didn’t file probably 
lies in the cushion they got in the form 
of inventory coupons when they regiy 
tered at the start of rationing; they were 
given these to represent the difference ke 
tween their total storage capacity and 
their oil on hand when they registered 
In a wide December survey, distributors 
disclosed their storage capacity and the 
number of inventory coupons they had 
received, as well as their annua! sales gal 
lonage. The returns show: 


New Middle Mid 
England Atlantic West 
Inventory coupons, per- 

cent ofstorage capacity 53 52 56 
percent of annual sales 4.3 4.8 6.0 
Thus it is obvious that a distributor 
could have lost in coupons and oil as much 
as 3 or 4% of his gallonage sold without 
seriously hurting his ability to get prod 
uct, and under those conditions most pre’ 
fer to avoid the lengthy explanations 

necessary to be put back in balance. 
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J. A. WALSH @& CO., Inc., is the new name 
of the former Air Conditioning Co, 
Houston, Tex. Mr. Walsh, president, says 
the name has been changed as new [ines 
have been added, though personnel and 
policies remain unchanged. The company 
now handles General Electric air condi 
tioning, heating and refrigeration, Frick 
refrigeration, Chealsea blowers, Hunter 
attic fans, and J-M insulation, among 
others. 


Mit. GLEEREECL TE. E 
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MORRISON STEEL PRODUCTS, manufacturers of the famous 
MOR-MAC FURNACES (before converting to war work) are 
spending that “25th HOUR” of the day completing preparations 
for the New and Revolutionary Line of MOR-SUN Pressed Steel 
FURNACES. ... for all fuels. 


IX 
MORRISON STEEL PRODUCTS, INC. SMoimsst> BUFFALO 7,N.Y. 
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Manpower Appeal Methods 
Announced by PAW—-WMC 


IN EARLY DECEMBER both the Petroleum 
Administration for War and the War 
Manpower Commission established pro- 
cedures under which groups of compa- 
nies within a community can make ap- 
plication to get their key personnel classi- 
fied as “locally needed” which provides 
draft deferment for a time or making 
available other suitable men. 

The PAW outline is intended for men 
engaged in petroleum handling, while 
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a. Fuel Oil Conditioner is a 
liquid chemical for all oil heating sys- 
tems. Increases heating capacity, in- 
sures easier starting, reduces carbon 
and soot formation, and conserves fuel 
oil. Kleen-Flo improves combustion by 
exerting a strong catalytic effect on oil 
fire. Eliminates ‘‘puff-backs", odor, and 
smoky chimneys. Contains no acids or 
ingredients harmful to the oil burner 
system or refractory brick-work. Works 
with equal efficiency on all grades of 
fuel oil. Kleen-Flo is added to tank 
through oil fill line. Now available in 
quart and gallon cans. One quart con- 
ditions 500 gallons of fuel oil. Tested, 
approved and used by many JU. S. Gov- 
ernment departments. For profitable, 
repeat business, feature KLEEN-FLO. 
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WMC covers trades and services gen- 
erally, which would include oilburner 
service men. PAW suggests taking these 
steps: 

1. A group of firms in any one area 
(town, city, county, etc.) should write 
individually to the PAW District’ Di- 
rector of Marketing, to request the decla- 
ration, giving at the same time a full 
presentation of the facts concerning their 
manpower emergency. 

2. Upon receipt of a representative 
number of these requests, the District Di- 
rector of Marketing will then request the 


TO PRESENT DAY 


On Burninc 
PROBLEMS 
* 


Reduce Service Calls 


Satisfy 


Y our Customers 


Se. Ps 
SS, 
SRE 


Distributed by Leading Supply Jobbers 
COMBUSTION UTILITIES CORP. 


1451 BROADWAY 


NEW YORK 18, N. Y. 


Makers of KLEEN-FLO MOTOR CONDITIONER — For Stepped Up Power and Smoother Operation 


50 


district Manpower Sub-Committee to in 
stitute a survey of all marketers jp ¢, 
area to determine whether the manpoye 
situation warrants a recommendation 44 
WMC. Simple forms, summarizing typ, 
and amount of business, and employa 
classifications, must then be filled out} 
all marketers in that area. 

3. Upon receipt of the results of thj 
survey the District Director of Market 
ing may then recommend to the Area Dj 
rector of the War Manpower Comnjs 
sion that petroleum distribution in thy 
area be declared “locally needed.” Thy 
WMC acts upon this recommendation, 

The War Manpower Commission’s 
lease explains its methods of cooperatin 
with the Office of Civilian Recuirement 
in WPB in determining the necessity f 
“locally needed” classifications. The pr 
cedure is outlined: 

1. The OCR will make findings of fac 
with respect to the production of essen 
tial civilian goods and locally needed Ser 
vices. It will make recommendations a 
cordingly to the Area Manpower Priori 
ties Committees through the W PB repre 
Committees; an 


sentatives on these 


where such committees have not ye 


been established, will make its recom 
mendations directly to the area or Stat 
WMC offices. 

2. The OCR representativ 
area shall act as consultants to the Waf 


Area Di 


rector on the products and services with 


s in ead 
Manpower Commission State 01 


in the jurisdiction of the OCR 

3. State and area directors will consul 
the appropriate OCR representatives be 
fore submitting to a Manpower Prionttie 
Committee any recommendations wit 
respect to industries, trades, or service 
within the jurisdiction of the OCR. 

4. Regional, State, and Area Director 
will consult the OCR representatives 0 
all determinations of “locally needed 
trades and services. State or Area Man 
power Directors will receive recomment 
tions from the representatives of the OCK 
concerning the designation of any trade 
service, or industry as “locally needed. 

3. The Regional WMC offices and thi 
OCR resident representatives will col 
laborate in determining standards for th 
designation of trades and services as “l0 
cally needed” when such standards at 
needed. If standards have already beet 
jointly established by the  respecti\f 
Washington offices, the OCR residet 
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benefit by selling... 


M ELLER S comlete line 


Sooner or later, the curtailment of war production 
will release materials for civilian use, and there will be a 
great demand for many types of heating equipment. 
It pays to be a dealer representing a reliable manufac- 
turer who can help you meet any or all of these re- 
quirements — and who can give you, from a line that 


is really complete. exactly the right furnace for any job. 


Mueller is — and has been for many years — one of 
the outstanding companies which can provide you with a 
complete line of equipment — furnaces for homes of any 
size, type or price range . . . also for commercial instal- 
lations. Mueller gives you not only a complete line of 
equipment specifically designed for oil, but also an equal- 


ly complete line of gas-and coal-burning equipment, 


Mueller dealers benefit by selling a complete line — 
nationally known and _ nationally advertised. Contact 
your nearest Mueller distributor or write: L. J. Mueller 


Furnace Co., 2009 W. Oklahoma Ave., Milwaukee 7, Wis. 
F-5 


tue/oil 
é o// heat 


Mueller V aporizing Oit 
Burner — Air for com- 
bustion supplied by 
motor driven centrifu- 
al type blower. Safety 
joat control — ni-resist 
metal retort. 


Mueller Pressure Atom- 
izing Oil Burner — 
(patented) .‘‘Spinning’’ 
fiame burns every drop 
of oil—produces com- 
plete combustion. 


Mueller Series 50 Oil- 
fired Winter Air Con- 
ditioner — Three sizes. 
Small size equipped 
with either vaporizing 
of pressure atomizing 
burner. Larger sizes 
with. pressure burner 
only. 


Mueller 
Series OVP 
Vertical 
Type Oil- 
fired W inter 
Air Condi- 
4 ioner ee 
uippe 
with Musiler 
Vaporizing 
Oil Burner. 
Burner and 
controls en- 
closed. 


Mueller Series OHP 
Horizontal Type Oil- 
fired Winter Air Con- 
ditioner — Equipped 
with Mueller Vaporiz- 
ing Oil Burner. Burn- 
er and controls exposed. 
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PM a Ae nS 


It’s Time to 


Start Planning 


for Postwar 
PROFITS! 


Postwar planning committees in the Heating Industry ad- 
vise us that many new postwar homes will be adequately 
heated with two quarts of oil per hour or less, that the major- 
ity will be heated with less than three quarts per hour — and 
that their owners will demand automatic oil heat. 

As you know, this demand cannot be met by pressure type 
oil-burning equipment, which is not satisfactory in these 
small capacities. 

However, H. C. Little dealers will be sitting pretty in the 
postwar market, because they will be selling H. C. Little’s ex- 
clusive, patented, fully automatic, vaporizing-type oil-burning 
equipment, which ideally meets these conditions. 

In fact, the H. C. Little Burner Co. is the only heating equip- 
ment manufacturer in America who can meet this demand 
with factory assembled units which combine fully automatic 
operation, electric ignition, thermostatic control and vaporiz- 
ing burners. These units include floor furnaces, wall furnaces, 
circulating heaters and hot water heaters — a complete range 
of sizes and types of automatic oil heat especially designed for 
small homes. 

If you’re interested, let’s go after that postwar market to- 
gether. 


WRITE FOR FREE BOOKLET 


Send for a copy of 
“How to Get Real 
Profits in Postwar 
Heating.” You'll find 
it interesting. 


San Rafael, Calif.(Branches in Principal Cities) 











representative will collaborate in adapt. 
ing them to meet local conditions, 

6. The WMC, in cooperation wig, 
OCR and other appropriate agencies, yj 
develop programs, and issue specific jy. 
structions to USES and other approyay 
referral agencies, for securing needeJ 
workers in essential civilian industria 
and services and for maintaining desig 
nated employment levels. 

7. The WMC and the OCR will » 
operate, consistent with their respectiyg 
policies, in action on cases to be presented 
to WLB, OPA, ODT or other appropri 


ate agencies. 


© 
Furnace Price Changes, 
Down and Up, by O.P.A. 


THE OFFICE OF PRICE ADMINISTRATION re 
cently announced a schedule of redye 
tions in maximum prices of warm air fur 
naces from which certain parts have been 
omitted by manufacturers in accordance 
with recent WPB limitation orders. 
The cost of the specified parts omitted 
will be deducted from the manufactures 
price, and for reasons of simplicity and 
uniformity the same deductions will k 
made in wholesale and retail prices. The 
parts specified and the amount to be &’ 
ducted when omitted from the furnae 
are: 
: Cents 
Feed door smoke screen 
Feed door lining 
Hot blast lift door 
Wire coil handle 
Water pan 
Inner lining for casing 
Upright shaker handle 
Poker 
Metal check dampet 
Hand-control draft regulator 
OPA also announced that the recet 
nine percent increase authorized in manv 
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facturers’ sales of steel and cast iron fur 


naces applies only to the furnace prope. . 


and not to any auxiliary equipment. 
The manufacturer may increase hi 
lowest list price on a complete furna 
oilburner unit, a stoker-furnace unit of 
gas-furnace unit only on the selling pr 
of the furnace itself (including casing and 


grates) even though his price sheet lis) 


ceiling prices on the complete unit. 

For example: A manufacturer lists! 
furnace oil-burner unit including an o 
burner, blower, filter and controls (auxil 
aries) for $400. The furnace itself lis 
for $100. The manufacturers’ selling pri 
for the unit may be increased by $9.0 
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shich is 9 percent of the list price of the 
mace itself), establishing a new ceiling 
ce of $409 for the complete unit. He 
wy not increase his price by adding 9 
cent of the list price for the entire unit 
ppercent of $400 or $36) to establish a 
pling price of $436. 

Sling prices for others than manufac- 
wers of the furnaces and units shall be 
ers’ ceiling prices at the time of the 
fctive date of the action. pertaining to 
be particular type of furnace or unit, 
ys the actual dollar increase in cost to 
bom of the furnace itself. 
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ww Eneland Oil Men 
Meet At Boston 


HEINDEPENDENT OIL MEN’S Association 
{New England held a Special Fall War 
inference at Boston’s Copley Plaza 
tel December 16 with about 500 oil 
wn attending. The principal speakers 
ee William R. Boyd, Jr., chairman of 
be Petroleum Industry War Council, H. 
WV. Dodge, director of PAW District 1, 
nf William Sheperdson, chief of the 
mall Business Organization Div., U. S. 
ht. of Commerce. In charge of the 
weting were John W. Scott, president 
{the association, and Clyde G. Morrill, 
ecutive director. 

Boyd and Dodge spoke extemporane 
ily, bringing the members up to date on 
tivities of their respective organizations, 
uphasizing particularly the expanding 
zt needs for petroleum and the impend- 
crude shortage, promising little in the 
y of improved supply for civilian con- 
mmption until war needs relax. Sheperd- 
mread a prepared paper, of high inter- 
, pointing up the shift away from small- 
rand toward larger business units dur- 
the past 30 years. The paper, con- 
ining numerous statistical data, will be 


Bewed in a later issue. 


Atnoon of the same day Harold Ickes, 
AW chief, spoke before the Boston 
iamber of Commerce in the same ban- 
wt hall, with his speech broadcast over 
e principal New England networks. His 
tk was somewhat disturbing to some of 
visiting oil men, because of the strong 
tt of optimism on heating oil supply 
tlook. Most of his talk dealt with coal 
htcity and sharply warned New Eng- 
ders that there will not be enough this 
ler to give everyone all he wants. Then 
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The Consumption-Gauging Tips in 
SHELL’S 1943-44 FUEL OIL BOOKLET 


| the middle of the heating season, customers’ questions are 
arising thicker and faster than ever. It becomes absolutely 
essential to have the latest fuel-oil rationing facts at your finger 
tips. And remember—this year’s coupon sheets don’t provide 
a space for recording fuel oil deliveries. So you particularly 
want to be able to pass on ways of maintaining a simplified 
and accurate consumption-record. 

You get all this valuable information—free—in 
Shell’s popular Fuel Oil Ration booklet. Send 
for yours without delay. Arrangements can be 
made for large quantities. 

Write: Fuel Oil Department, Shell Oil Com- 
pany, Inc., 50 West 50th St., New York 20, N. Y. 


Burner Testing Laboratories 





he discussed fueloil and remarked that 
he was happy to disclose that the oil out- 
look is much better, following this with a 
recital of the things done to improve 
transportation, etc., and if the speech had 
been made principally to oil men it would 
have been clearly understood. 

But the general public, to whom it was 
addressed, would only get the impression 
that oil supplies are greatly improved and 
are substantially better than coal supplies. 
Many New England oil men had been 
complaining that their customers this sea- 
son are using their rations much too free- 


ly, thinking they are going to get more 
oil later, all a result of too much optimis- 
tic publicity. After hearing Ickes, they 
visualized thousands of consumers walk- 
ing over and turning up their thermostats 
another couple of notches. 

The simple fact is that fueloil is much 
more scarce than coal. True, it may be 
easier to meet the rationed demand for 
fueloil than the unrationed demand for 
coal, but that is not what the public is 
being told. Statistics on coal supply ind1- 
cate a shortage from normal consumption 
of not more than 10 or 12 percent, while 











ECAUSE the Herco Residen- 

tial oil burner is giving excep- 
tional performance under exacting 
wartime conditions, future buyers 
will want “Heating by Herco”. . 
with its well-known advantages of 
oil economy, dependable operation, 
minimum servicing. And Herco will 
have these post-war products ready 
for you to sell. 


PASSWORD TO THE POST-WAR MARKET 
... “Heating by Hereo’’ 











Although we are engaged almost 
entirely in war production at pres- 
ent, plans for post-war Hercos are 
well advanced .. . perfected to the 
point where we can already offer 
dealers a franchise on post-war 
Hercos in their territories. 

This is a sound plan for post-war 
profits. Write us for information 
today. 


HERCO OIL BURNER CORPORATION,’ LANCASTER, PENNSYLVANIA 





The Oil - Thrifty 
OIL BURNER 


fueloil for heating is cut at least 25 pe 
cent. On the average, the oil heated home 
must be at least three or four degregs 
colder this season than the coal heateg 
home. The public has not been told this 
with the result that oil is being used to 
freely, and all as a result of too much 
Pollyana publicity. 
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Warm Air Group Holds 
Packed One-Day Session 


OVER THREE HUNDRED warm air furnace 
and accessory manufacturers and jobbers 
attended the 30th annual convention of 
the National Warm Air Heating and Air 
Conditioning Ass’n. in Cincinnati De 
cember 8. The morning session, presided 
over by H. S. Sharp, outgoing president, 
included a welcome by Mayor James G. 
Stewart, and addresses, “Problems Con 
cerning a Regional War Labor Board” 
by W. L. Seelbach, “Post-War Residen 
tial Prospects” by T. S. Holden, and “The 
Heating Industry Post-War’ by Paul 
Zimmerman, president of the Indoor Cli 
mate Institute. 

A luncheon, with W. L. McGrath of 
Williamson Furnace Co. presiding, was 
addressed by F. V. Spier, president of 
the Cincinnati Milling Machine Co., with 
specific suggestions for postwar planning 
methods. 

The afternoon meeting was conducted 
by H. P. Mueller of the Mueller Furnace 
Co., Milwaukee, newly elected president 
of the ass’n. The program included a 
highly interesting talk by H. F. Randolph, 
vice-pres. of International Heater Co, 
Utica, on “Radiant Heating with Warm 
Air.” Other talks included “Proposed 
Short Design Method for Forced Air 
Heating” by S. Konzo, Univ. of Illinois, 
Problems” by Morgan N 
Johnston of W.P.B. and “Civilians 
Problems” by Chas. S. Saunders of 
O.C.R. 


“Industry 
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AMENDMENT 90 to the fueloi! rationing 
regulations, effective November 30, ptv 
vides for issuance of fueloil rations to late 
applicants. Tables show the percentage of 
the total ration that is permitted at vatr 
ous dates. 


AMENDMENT 91 to RO 11, effective De 
cember 24, allows the use of residual fuel 


oils for coal spraying. 


January 
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When the Heat of Battle Is Over 


And the Sailor is Home from the Sea 


Penn Boiler will turn its hands toward 
another kind of heat—the kind that 
makes our homes warm and our 


hearts glad. 


We are not unmindful of those days 
for which everyone is planning. Today, 
while we are making the weapons of 
war, we are planning too, for the time 
when we will again produce better 
Penn factory-assembled all-in-one 
heating units which will bring new 
comfort to thousands of homes. 








Today, we are 100% in the War Effort; 
aia tomorrow we will be 100% in the Home 


All-In-One: Effort — When the Heat of Battle Is 


Boiler, burner, combustion 

chamber, circulator and do- Over! 
mestic hot water supply. 

Because Penn units are fac- 

tory-assembled and factory- 

coordinated, you can expect 

complete satisfaction. 


E. C. STAUFFER, PRESIDENT 


PENN BoiLer & BURNER Mrc. Corp. 


LANCASTER, PENNA. 
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BLUEPRINTS FOR YOUR 





You MAY HAVE FIREPROOF FURNITURE ! 


Chemical fireproofing of upholstery 
fabrics will be a definite safety 
habit in your post-war home. U 


as ya" 


or perfection in heating and 
economy of operation, KOVEN WATER- 
FILM BOILER is the choice of leading 
architects and builders. Its modern design 
and patented construction provide you 
with quick, sustained, even room temper- 
ature, and a plentiful supply of domestic 
hot water. 

KOVEN WATERFILM, the fastest steaming 
boiler on the market, is manufactured in 
a variety of models for the small or large 
home, apartment house, or factory 
building. 

KOVEN WATERFILM BOILER, made es- 
pecially for automatic firing with oil, 
stoker, or gas, offers you the latest in 
scientific heating comfort. It is designed 
KOVEN WATERFILM to give you the most for your heating dol- 
BOILER-BURNER UNIT lar, today—or in your home of tomorrow. 


WATERFILM BOILERS, Inc. 





154 OGDEN AVENUE JERSEY CITY, N. J. 
PLANTS: JERSEY CITY, N. J. » DOVER, N. J. 
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MODERN PLUMBING & HEATING C0, ining 
Duluth, Minn. bat 
Editor: ery 
We have noticed from time to ting vat W 
that you give publicity to manufacture bought 
etc., who have received the Army-Nay BY 
“E.” We are writing to you to tell y Many 
about ourselves, an oil burner dealer why ns ON 
has received both the Army Navy ‘f Li 
and the first star. let ¢ 
In 1921 we secured the franchise fy mand, 
selling Kleen-Heet oil burning equipmen pacry 
in this territory and to date still hold thi uipme 


franchise. Since July, 1941, we have beenfiheform 
doing work for the Zenith Dredge Com 


ining a 
pany as sub-contractor, doing all thi 


place in 
foubted 
ed ha 


piping on the contracts that they hav 
held for building U. S. Coast Guard Cy 
ters, and U. S. Navy Tankers. This sun 
mer we were awarded the Army Nay 
“E” flag and on December 15, 1943, 12 
ceived the star. I have never been ablety 


find out how many plumbing and heating 


ation 
contractors have been awarded the Army U 
Navy “E” flag nor how many have ever : 
received the star in connection with it, buVHEN | 
do feel that we ought to do a little bit offfMOPA 
bragging to the public about the fact thatfift ratio 
not only oil burner manufacturers callicy ¢ 
or have received this honor. ntionin 

Incidentally, we are still in the al 
burner business and are doing our bet 
to maintain our contacts of years’ stand 





ing. Of interest to other oil burner deal 
ers, we are still installing new oil burnersiivision 
aboard ships. ines of 
M. W. MEIERHOFF. tion 

Read of 

Previ 

CONCO CORPORATION bere ge 
Mendota, Illinois hantial: 

Editor: 
On November 18th, 1943, the efnole 
ployees and management of the Conv... per 


RULONOT 


Engineering Works were awarded th reepti 
coveted Army-Navy “E” for high, 0] 
achievement in producing  materialffor py, 
needed for War. og bra 

Our factory, formerly devoted to the adn 
manufacture of such peace time eqUDfMvideq 








ment as coal stokers, oil burners and iil 






parts of 
ubdivi 
WVitl 


AO exe 





burning furnaces, was completely cot’ 






verted over to the manufacture of wa! 
materials, even before the Japs attacked 
Pearl Harbor, and since this conversiot, 
has operated on a 24 hour a day basi 
seven days a week. 






Rction, 





hutiatit 









ating 
\rmy’ 
ever 
t, but 
bit of 
t that 
3 can 
ie ail 
- best 
tand 
deal: 


Recognizing not only the terrific de- 
wad for heating equipment in the days 
ier the War but also the keen competi- 
in that is bound to develop, we are 
baining every resource of our research 
oratories for the purpose of producing 
Lyery extensive line of heating equip- 
eit which will encompass modern 
bught both in performance and appear- 
bce. 

Many new things will develop as time 
ws on but we feel that the vital issue 
fronting the producers when the bars 
e let down is to be ready to meet the 
imand, because we realize that there will 
acrying need for all types of heating 
wuipment that will render dependable 
krformance, and that fruit of the stream- 
ing and dreaming that is now taking 
tice in all research laboratories will un- 
lubtedly be delayed until the extreme 
wed has been first taken care of. 

R. C. GUSTAFSON. 
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Rationing Administration 
Undergoes Reorganization 


WHEN COLONEL BRYAN HOUSTON came 
bOPA as deputy administrator in charge 
it rationing on November Ist his general 
icy disclosures led some in the various 
tioning divisions to expect organiza- 
tonal changes as soon as the Colonel had 
lis feet under him. 

Their predictions proved right. On De- 
mmber 21 the officials in the rationing 
fivisions were notified of revisions in 
ines of authority, embodied in a reorgan- 
ation that is to have nine divisions in- 
kad of the present four. 

Previously the four product divisions 
here set up on a vertical basis, each sub- 
antially complete in itself and relatively 
tutonomous. The fuel division, for ex- 
mple, made its own decisions on all mat- 
Rs pertaining to its program, with rare 
teptions when the subject affected gen- 
i OPA policy. Within the division 
mere branches, such as the fuel oil ration- 
Mm branch, the stove rationing branch, 
administrative branch. Branches were 
vided into sections to handle specific 
arts of the work, and the larger sections 
bMivided into units. 

Within the fuel oil rationing branch, 
example, was a program planning 
tion, responsible for exploring and 
itiating changes in the program. Within 


MAKE MORE MONEY - - 
with FEWER SERVICE MEN 


CONVERT Low Pressure OIL-0-MATICS 
to Conventional HIGH PRESSURE 
with Sid Harvey’s “Package No. 41” 





All models of Oil-O-Matic can be con- 
verted to high pressure (Illustration 
shows Model K 150) 


Same burner converted to high pressure 
with Standard Fuel Unit (Webster or 
Sundstrand). Shows ol assembly removed. 


Make !ow pressure Oil-O-Matics and low pressure Hercules (Sears Roebuck) 
Model M easy to service and maintain by replacing the fuel assembly with 
standard Webster or Sundstrand fuel units. The low pressure nozzle assembly 
is easily changed to take standard nozzles. With these simple changes you 
eliminate need for specialized service and hard-to-get parts. There is no prob- 
lem now that ANY service organization can not take care of promptly, and at 
reduced cost. 


NOTHING ELSE TO BUY 


Sid Harvey's Package No. 41 consists of either Webster T or Sundstrand S-| 
Fuel Unit, mounting bracket, drive coupling, nozzle adaptor, nozzle, nozzle 
strainer and all necessary piping connections. Specify model wanted and size 
and angle of nozzle required. 


DEALER NET PRICE WITH 
SUNDSTRAND 
$22.00 


DEALER NET PRICE WITH 
WEBSTER UNIT 
$23.50 


ADVANCE REPLACEMENTS 


Package No. 41 is available for advance replacement for Models K 1.5, K 150, K 3, 
WHA, WHB, WHC and "WHC Boiler-Burner Unit." Specify model wanted. 
Package No. 41A is available for advance replacements for Models KB, K 4.5, K 7 
and Hercules Model M. Specify model wanted. 


WD WARNEN vac: 


VNALALEN STREAM, REW NORK 





Sid Harvey's now has in stock genuine Oil-O-Matic Service Parts for low 


pressure burners. 
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the section was a unit on fueloil uses and 
eligibility, a supply-and-demand unit, a 
statistical unit, a special assignments unit. 

Other sections included legal, which 
wrote the regulations embodying the pro- 
posed changes, a forms and procedures 
section, which developed forms and 
worked out board instructions to effectu- 
ate the new regulations, an industry rela- 
tions section to work with the fueloil in- 
dustry in various needed ways, a control 
and audit section, which analyzed prim- 
ary suppliers’ monthly returns and gen- 
erally kept track of compliance, a field 


liaison section, which coordinated the 
work of the national office with the fuel- 
oil rationing field men at the district and 
regional offices, and a correspondence sec- 
tion to handle mail from the general pub- 
lic. 

The other rationing divisions, Auto- 
motive (gasoline), Food, and Miscellane- 
ous Products (shoes, typewriters, etc.) 
each had similar organizations. 

Under the newly announced revision, 
the four product divisions are to remain 
as they are, but superimposed on top of 


the four will be five “staff” divisions 





Courtesy: Bell Aircraft Corp 


iS PARTICIPATING 


Rexoil Burner experience, skill, manpower 
and management are devoted whole-heartedly to 


the war effort today . . . but TOMORROW, - when 


restrictions are relaxed, the finest Rexoil Burners,~ 
Furnaces and Boilers ever made will be available 


to alert dealers. Have we yourname? Reif-Rexoil, 
Inc., 37-41 Carroll St., Buffalo, N. Y. 


Courtesy: Sterling Engine Co. 
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which will supervise the functions of th 
various operating sections within th 
product divisions. The new divisions wij 
be called “Program,” “Statistics,” “Aq, 
ministrative,” “Field” and “Legal.” Th. 
new program division, for example, yil 
supervise and coordinate the work of the 
program planning sections now set up for 
each of the 13 rationed commodities, The 
other staff divisions will similarly dip into 
the work of the functional sections with, 
in the product divisions. 

The apparent purpose of the new staf 
divisions is to more closely harmonize ql] 
of the rationing programs, to work the 
good features of one into others, to try 
and make things easier for field staffs and 
local boards, to assist enforcement and to 
ithin the 
product divisions. Those are worthy ob 
jectives, if they are not attained at the 


prevent duplication of effort 


expense of weakened morale, slower op: 
eration and the difficulties that may arise 
through having generalists instead of ex 


perienced specialists in top authority. 


Manufacturers Can Now 
Get Control Materials 


THE WAR PRODUCTION BOARD announced 
December 5 that a special allotment of 
controlled materials has been provided for 
the manufacture of certain heating syy 
tem controls for the purpose of conserw 
ing fuels. This should clear up a situation 
that has caused industry headaches in the 
past few months. 

In early Fall WPB’s L-79 was amended 
and one of the provisions was the exclu 
sion from priority requirements on dealer 
purchases of controls. Dealers and supply 
houses placed orders, but manufacturers 
had few controls to ship because critical 
materials had not been given them under 
CMP to make them up. Now such mv 
terials are available for the first quarter 
of 1944. 

Materials were provided for the manw 
facturers of the following equipment: 


DOMESTIC TEMPERATURE CONTROLS 

200,000 Dampers for 
Space Heaters. 

400,000 Barometric Dampers for Cen 
tral Heating Plants. 


Barometric 


COMMERCIAL TEMPERATURE CONTROLS 
5,000 Control sets composed of out 
side-inside Thermostats, Motors, Link 


January 
1944 
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GENERAL 


801 ALLEN AVENUE 
Branches: Boston * 
Philadelphia ° 


) | 
CA TIMES THE POWER 


Multiply the ordinary solenoid valve by six and you 
get an idea of the powerful lever action developed by 
General Controls’ K-10. This quiet, two-wire, current 
failure valve is easy to install on air-conditioning com- 
bustion or refrigeration equipment. K-10 handles air, 
gas, water, light and heavy oils, and steam. Positive 
opening and complete shut-off are assured. Designed 
for either normally closed or open. Available any volt- 
age. A.C. or D.C. and up to 1%” I.P.S., port sizes up 
to ¥e". For specifications write for Catalog 


CONTROLS 


GLENDALE 1, CALIF. 
Detroit * Chicago * Dallas 
Denver * San Francisco 


New York 
Cleveland 


A 
SMALL 
MOTOR 





for General Purpose Applications 
Types—Split Phase, Capacitor or Shaded Pole. 
Speeds—1100, 1700, 3400 RPM. 

Power—1!/80 to 1/20 HP, depending on speed. 
Voltages—Up to 220 A.C. 

Frequencies—60, 50 and 25 cycles. 

Bases—Solid, resilient or flange 


Mountings—Horizontal, Sidewall, Ceiling or Vertical, 
with shaft up or down. 


Efficiency—High for such small powers. 
What is your problem? 


THE OHIO ELECTRIC 
MFG. CO. 


5913 Maurice Ave., Cleveland, Ohio 
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DRAFT CONTROL 


., _ MADE OF HEAVY 


Bram 


QUICKLY FREE SMOKE 
RESPONSIVE PASSAGE 


HERE’S YOUR * The delicately balanced, but 
strongly built Field Barometric 
PROBLEM... 


‘ Draft Control compensates imme- 
8 diately for the slightest change in 
2 barometric pressure. Through all 
types of weather, it maintains the 
minimum draft necessary for 
proper combustion. 


TOOTS 


oe A Field Control provides fuel sav- 
ings ranging up to 25%. There is 
a model adapted to any type or 
size of heating installation .. . 
coal or oil. The domestic controls 
can be installed in as little as 
thirty minutes; instaliation  re- 
quires only a tin snips, a carpen- 
ter’s spirit level, a little “‘know- 
how.”’ 


~ EXCESSIVE DRAFT 
WASTES FUEL 


HERE’S YOUR 
ANSWER... 


ca Write today for full, free facts. 
The profit margin on a Field in- 
stallation is definitely worth 
while. They require no servicing. 
The market in your community is 
almost unlimited, as nine out of 
ten installations need a money- 
saving, fuel-saving Field Baro- 
metric Draft Control. 


\/ CONTROL 
DIVISION 


H. D. Conkey & Co. 
Mendota, Illinois 


SSeS 


FIELD CONTROLS 
CONSERVE FUEL 
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ages, Valves, Relays, Transformers. 

15,000 Control sets composed of Ther- 
mostats (Inside), Motors, Linkages, 
Valves, Relays, Transformers. 

15,000 Barometric Dampers. 

The WPB’s Plumbing and Heating 
Division will allocate the supplemental, 
controlled materials to all manufacturers 
who are able to produce the specified type 
of heating system controls. 

In allocation, the prime considerations 
will be as follows: 

1. Manufacturers in Labor Areas Num- 
ber 


3 and 4 will be favored in alloting 





= OIL CONSERVATION 


Wi 
ORE VITAL THAN EVER, 
b cgrwes Check -Uyp 


INSTALL 


LEVELOMETER 


TANK GAUGES | 
“They te D 


A LEVELOMETER 4 
gauge on an oil tank 
installation eliminates 
guesswork—it insures ac- 
curate readings at all 
times. 


Convenient, remote read- 
ing:—LEVELOMETER dial 
may be located at any 
reasonable point from 
tank and—iarge gradua- 
tions and numerals make 
it easy to read. 


LEVELOMETER tank 
gauges, approved by 
Underwriters’ Labora- 
tories, operate on an ex- 
clusive adaptation of the 
hydrostatic principle. No 
liquid is used in indicator 
to be affected by tem- 
perature changes, to 
evaporate, stain glass or 
to be blown out due to 
excessive pumping. 


Large Model 
LEVELOMETER 
12” x 12” ease 


Midget 
LEVELOMETER 
Lowest priced Remote 
Reading Gauge Built 


Get complete details 
regarding LEVELO.- 
METER tank gauges— 
the Remote Reading 
gauges that insure ac- 
curate — trouble free 


Small Mode! 
LEVELOMETER check-up. 


ris LIQUIDOMETER cen» 


36-19 SKILLMAN AVE., 


LONG ISLAND CITY, N.Y. 





material over manufacturers in Labor 
Areas Number 1 and 2. 

2. Manufacturers requesting controlled 
materials to produce equipment for the 
Fuel Conservation Drive must show that 
such production will not affect their ac- 
tive production and shipment of direct 
war contract equipment. 

3. Material will not be allocated to a 
manufacturer who cannot show that he 
can reasonably expect to produce the to- 
tal quantity of equipment he requests 
material for, in time for distribution, and 
installation during the 1943-1944 heating 


season. 
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Harry Evans 

Harry Evans, president of Kleen Heet 
Sales Co., Brooklyn, N. Y., died on De- 
cember 24 after a long illness. Mr. Evans 
was well known for his prominence as an 
oil and oilburner distributor, having been 
among the first oilburner dealers in the 
city. 

Mr. Evans was president of the New 
York Oil Heating Association in 1943, 
and chairman of the New York Harbor 
Committee which works with OPA in 
fueloil rationing. He was a member of 
the Fueloil Distributors’ Panel which ad- 
vises OPA at Washington on distribution 
problems, and a trustee of the Oil Heating 
Association of Brooklyn and Queens. He 
was an active member of the Old Timers 
Club. 

Members of the New York Oil Heat 
held a 
shortly before the funeral on December 
26. 


ing Association private service 


© 
Joseph T. Ellis 


Joseph T. Ellis, former manager of the 
Steel Boiler and Oil Heating Division of 
the National Radiator Co., Johnstown, 
Pa., died at his home, November 19. He 
had been recuperating from a severe ill- 
ness. 

Mr. Ellis has been with the company 
for 30 years, starting in the Baltimore 
office, 
promoted to manager of the Steel Boiler 
The Oil Heating Unit 
Division was combined with steel boiler 
sales in 1939. Mr. Ellis was acting as 
manager of the Newark, N. J., branch 
when taken ill. 


becoming a salesman, and being 


Division in 1933. 


More “E” Awards 
To Industry Firms 


FIVE new Army-Navy “E” flags haye 
been added to the numbers formerly fy 
ing over the industry's manutacturing 
plants. 

Employees of the Conco Division of 
H. D. Conkey & Co., Mendota. IIl., were 
presented with the award November 18 
The company formerly made a complete 
line of automatic heating equipment for 
all fuels, and now is producing hoists 


draft controls, and Blitz cans 


Proven by 
PERFORMANCE — 


KRAISSL 


Filters « Strainers * Pumps 
for FUEL OIL 


Intelligent engineering is only the 
starting point. Consistent on-the-job 
performance over many years 
provides practical endorsement of 
KRAISSL design and manufacture. 


Class 72 Strainers and Filters 
Duplex 
suction ot 


Single and 
types for 
discharge 
any practical degree 


of filtration in units 


service— 


Duplex designed for low 
: pressures as well as 
up to 500 Ibs. hydro- 
static test—easily re- 
movable filter basket 


insures quick clean- 
Single : ing. 
Class 60 Heavy Oil Purell 


Standard equip- 
ment wherever in- 
dependent pump 
and motor sets or 
booster pumps for 
pump-type burners 
are required, 


Kraissl-Trumbull 
No. 522 Fuel Pump Unit 


Rugged, dependable wall pump 
for gravity type oil burners hay- 
ing burning capacity of no 
more than 3 qals. per hour— 
Approved by Underwriters 
Labs., Inc 


.* 
ts 


Submit your fuel-line problems to KRAISSL 
engineers—literature and prices on request. 


THE KRAISSL COMPANY 


295 Williams Ave., Hackensack, N. J: 


—_ 
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| GULF OIL 
CORPORATION 


Quality Fuel, Diesel, and Heating Oils 
for a Nation on the Road 
to Victory 


NORTHEASTERN DIVISION SALES OFFICES 
Park Square Building Whitehall Building 1515 Locust Street 


Boston, Mass. New York City,N.Y. Philadelphia, Pa. 
Hancock 3700 Bowling Green 9-5400 Pennypacker 4240 





Balloffet's entire resources 
have been mobilized for 
the war effort, in the man- 
ufacture of Diamond Tools. 
And in the building of 
these, the skill of our 
master craftsmen is en- 
gaged in serving America's 
war industries which make 
the weapons that will lead 
to victory. 


Catalog upon request 


D 


Precision Drillers since 1870 








GRINDING WHEEL DRESSERS 














BALLOFFET 
NOZZLES 


Available on 
rated orders 




















KORTH 


o Gal. per hr. 


Gun Type 
P 
Domestic Oil Burner 
* To manufacturers of boilers, winter air con- 
ditioning units and domestic hot water heating 
units: here is the key to a vast growing market 
created by small home construction where low 
firing rate is necessary. The new Silent Korth 
6/10’s gal. per hr. Model HG oil burner is 
made exclusively for Manufacturers for use 
with their own units and can be furnished 
with your own brand name. 


OUTSTANDING ADVANTAGES 


* Takes up less space. 15” long and high 

% The 6/10 gal. pr. hr. nozzle reduces fuel costs 
% Lower stack temperatures 

% Prevents overheating of furnace lining 

% All standard parts 

% Flange mounting 

% Capacity 50,000 to 120,000 B.T.U’s 


% Ideal for all small compact units 


KORTH OIL BURNER CORP-ECKHART MFG. CO. 


Roselle Park, New Jersey 
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BALLOFFET DIES AND NOZZLE CO., INC. 


CATSKILLSTOKER 


CASH IN on the profit potentiali- 
ties of this simple, dependable 
Anthracite Class “A” Stoker. 


Sixty-five pounds an hour Model 
“C” available immediately on au- 
thorized PD 668 or 1612 Certifi- 
cates. 

Let us put you on our mailing list 
for bulletins on “Things to Come.” 


ONE OF THE LARGEST PRODUCERS OF ANTHRACITE STOKERS 





York Corp., York, Pa., personnel were 
awarded the “E” for production of air 
conditioning and refrigeration equipment 
for war, the company’s peacetime prod- 
ucts. 

Holtzer-Cabot Electric Co., Boston, re- 
ceived the award late in November. The 
company formerly supplied electric 
motors to the oilheating industry. 

American Gas Machine Co.,. Albert 
Lea, Minn., former oilfired space heater 
manufacturer, was honored early in De- 
cember, as well as Revere Copper & Brass, 








Let’s shake hands on it! 


—after all, these days, you and 
we have the same problems:— 
to see that every oil burner 
owner gets the most heat out 
of the least oil. 

That’s why we’re marketing 
SUNHEAT Furnace Oils espe- 
cially for domestic oil burners 
—and that’s also why we al- 
ways recommend the local ser- 
vice man when our customers 
ask for help. 

So this winter, let’s be part- 
ners:—you do the servicing, 
we'll deliver the oil —SUN- 
HEAT FURNACE OIL for 
HOT heat, for SURE heat. 
Our nearest branch office is 
ready to cooperate. Phone, 
call, or write! 


FURNACE 
OILS 


Inc., Rome, N. Y., manufacturers of tub- 
ing for burner manufacturers and dealers. 
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Minnesota Booklet On 
Conservation of Fuel 


WAYS AND MEANS of conserving all fuels 
used for heating, based on extensive ex- 
periments, are covered in Bulletin No. 20 
of the University of Minnesota’s Engi- 
neering Experiment Station, Minneap- 
olis. The booklet reports the work of 
Frank B. Rowley, director of the station, 
Richard C. Jordan, and Clarence E. 
Lund, associate professors and assistant 
directors. 

Starting with the nature and distribu 
tion of the heating load, the study covers 
the effect of heat and humidity on com- 
fort, increasing the efhiciency of the heat- 
ing plant, fuel savings through lower in- 
door temperatures, reducing heat loss 
from the house, and problems arising from 
condensation of moisture in the house. 

The section on heating plant efficiency 
goes into detail on effects of fuel input, 
flue gas analysis, draft regulators, fuel 
savers, insulation of heating plants and 
piping, cleaning boilers and radiators, and 
the firing of coal. 

The booklet contains seventeen tables 
and twenty-two illustrations in its 60 
pages of text. 
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Minneapolis-Honeywell 


$10,000 Contest Winners 


TRENDS OF POSTWAR APARTMENT design 
and construction were revealed when the 
Minneapolis-Honeywell Regulator Com- 
pany announced the winners of its $10,- 
000 heating design contest. 

Based on plans for a six-story apart- 
ment building, prizes were awarded to 26 
architects and heating engineers for de- 
signs of a system of steam heating and 
its control, and a system of hot water 
heating and its control, John E. Haines, 
manager of the company’s space heating 
controls division said. 

First prize for the system of steam 
heating was awarded to Clyde H. Baker, 
architect of Detroit, and first prize for 
the hot water heating system was won by 
Leonard Weger, Philadelphia architect. 
First prizes were $2,000 each. 

Second prizes of $1,000 went to Paul 


E. Nystrom, Madison, Wisconsin, fo, 
steam and to Walter T. Rolfe, Austin, 
Texas, for hot water. Third prizes of $59) 
were won by Abraham Walton, Jersey 
City, for steam, and John A. MacWilliam 
and Abraham D. Rubin, Perth Amboy. 
N. J. for hot water heating. In addition 
there were 20 honorable mention awards 
of $150 equally divided betw 
and hot water heating systems 


en steam 


“All contest entrants provided for per 


said, “y 


if apart: 


sonalized heat control,” Haines 
that every occupant of posty 
ments will be able to determine and con 
trol the exact temperature he <lesires in 
his own living space.” 

More than 2,000 architects ai 
engineers entered the contes 


| heating 
Haines 
continued, and of these 513 submitted 
plans in the competition. Entric. were re 
ceived from nearly every state in the 
union and the prize winners were located 
in all parts of the country, indicating, he 
said, that interest in postwar «partment 
building is not confined to large eastern 
and far west cities, but is natioiwide. 
d in the 


ite trend 


Analysis of systems submitt 
competition indicates a very defi 
away from one-pipe steam systems the 
Minneapolis-Honeywell official stated. 
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BLACKMER PUMP CO., Grand Rapids, 
Mich., has opened a new Philadelphia of 
fice in the charge of B. Dunkley 





The CO. ANALYZER 
That Simplifies Combustion Tests 


Companion Draft Gauge and Mercury 
Thermometer also available 


Bacharach Industrial Instrument Co. 


7000 Bennett Street - Pittsburgh. Pa. 
—_— 
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NEWARK | | THE TORIDHEET 


LIBERTY LINE 


CONTROLS | a 


After a long period of 


100% War Work 


We are again able to offer 








Consumer Goods 
to the limit of our 


Important to you 


In a world of uncertainties there's one 

A FULL LINE OF LOW PRESSURE thing you can positively count on—and 
WATER LEVEL CONTROLS. | that's the high efficiency of Toridheet 

rie Ae at de) | Oil Burners @ Air Conditioning Units @ 

Advantage of this situation should be taken on Ojl Burner Boilers @ Coal and Gas Fur- 
unprotected systems and for repairs. naces @ Water Heaters. 


Bronze Supply. 





| CLEVELAND STEEL PRODUCTS 
NEWARK BOILER REGULATOR CO. | CORP. 
15 Ward St. Bloomfield, N. J. Toridheet Division Cleveland 2, Ohio 
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RAY keeps THINGS 
HUMMING... ! 


No reconversion problem here! Ray oil 
burners, oil-burning furnaces, water heaters or ranges are 
just as vital in war as in peace. That's why Ray has ample 
stocks not only for Reconstruction Day, but NOW— in the 
midst of the fight! This stock is available for approved 


orders. 


RAY OIL BURNER CO. 


Atlantic Seaboard Division: 


477 Bernal Avenue, i gfE 
Ls A — 629 Grove Street 
<= 


San Francisco, California sessing Cite Bed. 
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rey Iron Production Castings 


for All Purposes 


Complete Mechanized Foundry Equipment 


WM. P. LAYTHAM & SONS CO., Inc. 


PATERSON, NEW JERSEY 


(Founded 1887) 



































HAYWARD 
OIL 
BURNERS 


VERTICAL ROTARY 
BURNERS 


(capacity to 4800 feet E D R Steam) 
and 


PRESSURE ATOMIZING 
TYPES 


(sizes from 1.00 gal. to 10 gal.) 


In these days of fuel ration- 
ing, thousands of Hayward 
users are now, more than ever, 
fully convinced and appreci- 
ative of the economical opera- 
tion made possible through 
Hayward construction. 


Hayward manufacturing fa- 
cilities are now entirely en- 
gaged in turning out war ma- 
terials. Soon, we hope, in the 
post-war period we shall look 
forward to the resumption of 
pleasant,normal relations with 
our retail distributing organi- 
zation. 


Limited numbers of most models are 
still available from stock for replace- 
ments or sales on priority orders. 


HAYWARD MANUFACTURING 


COMPANY, INC. 
505 Court Street, 
Brooklyn, 31, N. Y. 

















Preferred Utilities 
Has Dealer Booklet 
A NEW VEST-POCKET combination memo 
and reference booklet is being distributed 
to the oil-burning trade by Preferred 
Utilities Manufacturing 
New York. 
Half of the 190 pages are of quad ruled 
paper for notes and sketches. The other 


Corporation, 


half contains data on various engineering 
subjects. 

The engineering data include informa- 
tion on heating, steam power and the 
more commonly employed electrical for- 
mulae. Included also are a number of 
formulae, conversion factors and miscel- 
laneous information such as engineers 


find useful. 


Copper Service Materials 

More Readily Available 
COPPER and other controlled materials for 
repair and maintenance are made avail- 
able under the new CMP Regulation No. 
9A. Terms of the regulation were an- 
nounced by the Office of Civilian Re- 
quirements. 

Special provision is made in the regu- 
lation to permit service organizations to 
buy $150 worth of copper wire, or one- 
eighth of the dollar value of what they 
used in 1941, whichever is more. It also 
allows repairmen to buy as much other 
material as they need for maintenance and 
repair work. 

The regulation specifically prohibits re- 
pairmen from fabricating repair parts 
that they intend to sell to others, rather 
than use themselves, with the materials 
they get under 9A. 


To buy materials and parts under CMP 
9A, a repairman must put a certification 
on his order in substantially the follow 
ing form: 

“CMP Allotment Symbol V-3: Pref. 
erence Rating AA-3. 

“The undersigned purchaser certifies 
subject to the penalties of Section 35 (A) 
of the United States Criminal Code, to 
the seller and to the War Production 
Board, that, to the best of his knowledge 
and belief, the undersigned is authorized 
under applicable War Production Board 
regulations or orders to place this delivery 
order, to receive the items ordered for 
the purpose for which ordered, and to 
use any preference rating or allotment 
number or symbol which the undersigned 
has placed on this order.” 
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Richard W. Dixon has been named 
sales manager for the Ray Oil Burner 
Co. after several years as assistant to Ex 
ecutive Vice President Nelson Hayward. 
James C. Cook of San Anselmo, Calif, 
has joined the executive sales staff after 
15 years’ experience with Ray dealers in 
Northern California. Mr. Hayward te 
ports these changes forecast a vigorous 
sales policy for postwar. 


James C. Grant has been assigned to 
the Texas territory as service represent 
ative for Chrysler Airtemp, according t0 
Ken L. Crapeau, service manager. He has 
had long experience in refrigeration. 


Clarence A. Zwiesler has been named 
trafic manager for Airtemp at Daytot, 
according to A. R. Fors, vice-president. 


January 
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WAYNE 
OIL-FIRED 


FURNACE 
UNITS 


60,000 to 
400,000 B.T.U. 


PROMPT SHIPMENT 


on proper priority 
The complete line of Wayne oil-burning furnaces and 


burners is again available. 


WAYNE OIL BURNER CO., 801 Glasgow Ave. 
Fort Wayne 4, Indiana 


WAYNE'S V-DAY LINE conccre 


OIL-FIRED, GAS-FIRED, COAL-FIRED FUR- 
NACES, STOKERS, BOILERS, WATER HEATERS. 
CONVERSION BURNERS FOR OIL AND GAS. 


LINE UP WITH WAYNE FOR POST WAR PROFITS 


MARINE BOILERS 
HEATING TYPE 
STEAM OR WATER 


AY Ways a 
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INVESTIGATE THE 


Teesdale 


Easy to install and 
meets Standard Safety 
Codes. 


NEW 


In Design 
EFFICIENT 


In Operation 


CONTROLS Heat from 


OIL and GAS BURNERS, AUTOMATIC 
STOKERS, and PLANTS BURNING COAL 
and COKE. SAVES 10 to 30% HEAT LOSS. 


Investigate the Teesdale Bara-Matic 
TEESDALE MANUFACTURING CO. 


427 Market Avenue 
GRAND RAPIDS 3, MICHIGAN 


WATER HEATERS 
MARINE AND 
COMMERCIAL TYPE 
3 Models 














ACCURATE e 


burner business. 





230 Tuscan Rd. 


HARSCH 


Bae ee. ES 


DURABLE 
MADE OF THE BEST MATERIALS 


All angles and capacities available for priority oil 


Call on us for help with your nozzle problems. 


H. HARSCH CO. Inc. 


Maplewood, N. J. 




















Rajah Terminals to ignition cable 
without the use of solder or any other tools N. J. 


The RAJAH 
COMPANY, 


Bloomfield, 








ASHVE to Celebrate 
0th Anniversary 


“THE PAST,” “The Present,” and “The 
Future” will be portrayed at the 50th 
Annual Meeting of the American So- 
ciety of Heating and Ventilating Engi- 
neers to be held at the Hotel Pennsyl- 
vania, New York, January 31, February 
1 and 2, 1944. 

It was in the summer cf 1894 that a 
small group met to organize the ASHVE, 
and in the report of the deliberations on 
September 10, it was significant that 
“temperature conditions were decidedly 
uncomfortable, but the meeting was very 
well attended.” At this meeting the ob- 
jects of the Society were outlined and a 
Constitution and By-Laws were adopted. 


7 
Shell Awards 


SHELL OIL COMPANY has made five awards 
to members of the field organization for 
“meritorious war work beyond the rendi- 
tion of dutiful patriotic effort.” The 


awards were made to P. E. Lakin, vice- 
president in charge of marketing, New 
York, to Preston Wentworth, Portland, 
Me.; George Blaser, Athol, Mass.; Jesse 
A. Harmon, Dover, Del.; C. A. Rey- 
nolds, Orange, Va.; and Peter Simon, 
Saginaw, Mich. The company’s bi-month- 
ly magazine, “Shell Progress,” has re- 
ceived its third consecutive certificate of 
award as one of 50 direct mail leaders of 
1943 in the annual campaign conducted 
by the Direct Mail Advertising Associ- 
ation. 
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ODT Helps Find 
Truck Repair Parts 


TRUCK owners and operators will receive 
increased help in finding needed repair 
parts during the coming months through 
the efforts of the Maintenance Special- 
ists in the 142 district offices of the Of- 
fice of Defense Transportation, ODT 
announces. 

In addition to spreading the greatly ex- 
panded flow of new parts scheduled for 


aeration —— — 


production, the Maintenance Specialists 
have access to the lists of inter-changeable 
parts used in many types of trucks and 
will undertake to locate needed parts 
through ODT Maintenance Specialists 
in other cities, through parts makers and 
through the cooperation of the \War Pro- 
duction Board, as well as through the 
local channels afforded by the industry: 
wide membership of local District Main- 
tenance Advisory Committees and sub 
committees. 
Local Committees 


Through the cooperation of members 
of the local committees over half of the 
local parts shortages reported to ODT 
to date have been relieved locally. 
Through the 142 ODT District Main 
tenance Specialists, the local search is put 
on a nationwide basis. 


To prevent avoidable lay-up of trucks, 
operators unable to find needed parts are 
urged not to delay getting in touch with 
their local Maintenance Specialist at the 
nearest district office of the Office of De’ 
fense Transportation. 











PREFERRED 


DRAFT-A-JUSTOR 


The Original. Still the Best. 
Hundreds of Thousands in 
Use. ¢ Holds the draft con- 
stant in the fire box. © Scien- 
tific draft control forthe small- 


Stove, domestic, and commer- 


° P ” es 
cial sizes from 4° to 24° in 

Write for 
literature and 
trade price 





est to the largest jobs. « \ 


diameter. e Industrial sizes 
from 24” x 24” to 5’ x 12’. 


PREFERRED UTILITIES ec. core. 


1860 Broadway, New York 23, N. Y. Boston Office: 839 Beacon St. 
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TUTHILL 





Sundstrand—Viking—Webster Pumps 
Motors—Transformers—Controls 
Parts for all Types of Burners 











66 





METRO SUPPLY COMPANY 


15 HENDERSON STREET 
Day: tt 
Phone | Niit: matder 206! 


EVERETT, MASS. 
Everett 2661 
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MONARCH 
BURNER 


Accessories 


NOZZLES: War orders are taking most of 
our production but we are stil] shipping 
emergency orders for one or two nozzles 
promptly. 

AIR CONES & STABILIZERS: 314”, 4”, 414” 434” 
and 6” tube sizes in stock. 

REGULATING VALVES & STRAINERS: Immedi- 
ate shipment can be made of some models 
of piston and double diaphragm valves and 
Type E strainers. 


Write for Catalog D 


MONARCH MFG. WORKS, INC 


—. WESTMORELAND & SALMON STS. PHILADELPHIA 34, PA. 

















{HAVEN'T TIME TO TALK ABOUT | 


‘FLUID HEAT'S RADICALLY NEW 
BOMBER HEATER... JUST WANT 
TO SAY WE'RE WORKING HARD 
SO FLUID HEAT CAN AGAIN TAKE 
ITS LEADING PLACE IN THE 
HOME HEATING FIELD ! 

















“World’s Economy Champion” 


A PRODUCT OF HEATING DIVISION ANCHOR POST FENCE COMPANY 
6700 Eastern Ave., Baltimore - 24, Md. 
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NATIONAL ® RADIATOR 


VU UOUNMCCb—~ 


HEATING INDUSTRY 


The late John H. Waters, former presi- 
dent of National Radiator Company, 
together with T. B. Belfield and A. H. 
Fowler organized The Fowler Radiator 
& Manufacturing Company at Norris- 
town, Pennsylvania in 1894. The part- 
nership was purchased by Mr. Waters 
and the business moved to Johnstown. 
Six additional plants have since been 
acquired at New Castle, Johnstown and 
Lebanon, Pennsylvania and at Trenton, 
New Jersey. 

Throughout subsequent years, The 
National Radiator Company Research 
and Engineering Department has en- 
deavored to introduce practical inno- 
vations and improvements in heating 
products. NRC has pioneered many ad- 
vancements but firmly believes that the 
many excellent products provided in 
the past by the heating industry for the 
heating comfort of the public will be 
greatly surpassed in the post-war era. 

With this premise as its goal—the 
NRC organization dedicates the years 
ahead to further improvements in prod- 
ucts and heating comfort. 

We appreciate the cooperation of 
wholesalers and contractors during the 
years of the Company's growth which 
has made possible our successful ex- 
pansion. Distribution of product as in 
pre-war years will be continued in the 
post-war program. 

ROBERT S. WATERS 


President 


The NATIONAL RADIATOR Co. 


231-F Central Ave., Johnstown, Pa. 
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LA 
FLEXIBLE 
COUPLINGS 


NON-LUBRICATED 





TO RIGHT: Oil burner blower wheel with L-R Type "IA" 


Special Bulletin to Manufacturers, Jobbers, Contractors, Dealers 
IMMEDIATE DELIVERIES From Stock of L-R Type “IA” (050 series) Couplings 


for OIL BURNERS 


Most dependable for absorption of vibration and shock and intermit- 
tent overloads, and correction of misalignment. 
parts, metal body and resilient spider. 
other light power. 


WIRE OR WRITE — 


Noiseless. 


L-R TYPE “IA” UNIFLEX, 





Only two 


Also for air conditioning and 


jaws formed integral with the hub. 


LOVEJOY FLEXIBLE COUPLING CO. 


5012 WEST LAKE ST., CHICAGO 44, ILL. 





Last Month 


MASSACHUSETTS OIL HEATING Association 
held its annual Past Presidents’ Night, 
December 21, with Edward H. Whitte- 
more, new Fire Marshall of the State, and 
the Honorable William E. Kane, 
mayor of Woburn, as speci 


former 
ial guests. 


BURNING OIL DISTRIBUTORS Association, 
Chicago, at its annual meeting, Decem- 
ber 16, reelected for their eleventh con- 
secutive term: 
dent; 
Curran, 


Frank E. Spencer, presi- 
J. Loeffler, vice-president; R. E. 
and F. B. Caldwell, 
secretary. Directors elected for two-year 
terms were C. S. Rosenthal, O. L. Peter- 
son, and Phil H. Braun. 


treasurer; 


NEW YORK OIL HEATING Association, at its 
election meeting, December 6, elected 
Harry L. Bloomberg, president; Anthony 
J. Sbare, Edward C. 
Bruns, secretary; Norris R. Skaggs, trea- 
and R. V. Perotto, sergeant-at- 
arms. Directors elected in addition to 
Messrs. Bloomberg, Sbare and Perotto, 


vice-president; 


surer; 





were Joseph Carini, George P. Gregory, 
George Knittel, George Meyer, Joseph 
Panzera, Hyman D. Rapps, and Joseph 
Reiss. 


BRASS for radiator valve bodies is not pro- 
hibited since the first of the year, through 
it is not likely that production will be 
very great. Materials obtainable under 
CMP-4B will be the limiting factor. 


L-22 has been amended to permit the 
manufacture of carbon steel inner liners 
for furnaces. Cast Iron also is being made 
available for feed door smoke curtains, 
feed door inner liners, hot blast lift doors 
and upright shaker handles. 


WINDOW SHADES have been added to the 
list of fuel saving equipment, and adver- 
tising schedules of the Window Shade 
Institute stress the value of drawn shades 
to cut fuel consumption. 


STOVE MANUFACTURER members of the 
Institute of Cooking and Heating Ap- 
pliance Manufacturers met at Cincinnati, 
December 2 and 3. 
meetings occupied the day December 1, 


Board and committee 


and general sessions were held Decembe 
2. On December 3 division meetings were 
held, with Sheldon Coleman presiding a 
the meeting of the Oil Division. 


WARM AIR FURNACE Industry Advisory 
Committee members recently opposed th 
uprating of emergency orders from AA‘ 
to AA-4, since the condition of 
gency” is hard to establish, and uprating 


“emer? 


may result in an unequal distribution of 
available furnaces. Uprated AA-5 orders 
also manufacturers’ 


upset production 


schedules. 


WHOLESALERS and retailers who use Form 
WPB 547 (PD-1X) are cautioned nott 
stock supplies of this form beyond im 
slified for 
may 


mediate needs. There is a simp 


under consideration which 


adopted sometime in January. 


PAW OFFICIALS and other pee have re’ 
cted Esso’s giant “cat cracker 
at Baltimore. The new ane om plant, 253 
feet high, will crack oil for the light ends 
needed in many war products. 


cently inspe 





























Automatic 
OIL-BURNING WATER HEATERS 
FOR GOVERNMENT PROJECTS 





HAGO nozztes 


Accurate, well-made, dependable for war 
economy needs. 


All capacities and spray angles. 

Also, 2 nozzle kits: 
POCKET-SIZE KIT will 
and strainers. 


SERVICEMAN’'S KIT will hold 18 nozzles, 
strainers and adapters as specified. Con- 
tains necessary tools. (Sprays: 30, 45, 
60, 70, 80, 90). 


Send for further information and prices 
Quick service. 


HAGO PRODUCTS 
592 Hawthorne Ave., Newark, N. J. 


hold 12 nozzles 
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OIL IS AMMUNITION 
USE IT WISELY 


Reg U.S Pat Otf 


“OIL MISER" BURNERS 


Engineering Co-operation and Services 
continue as always 
Our greatly increased factory facilities are now 
completely on WAR PRODUCTION. 

. But our Engineering Division is fully 
manned and we are rendering every possible 
service to the trade. 

REPAIR PARTS (subject to Priorities 
Order) are and will be available. 


PETROLEUM HEAT & POWER 
COMPANY 


Makers of good oil burners since 1903 


STAMFORD CONNECTICUT 

































Lochinvar 


OIL ee 
WATER 
HEATERS 


The SECRET of 
Lochinvar’s Outstanding 
Success 
is the 


MULTIPLE-STAGE 
BURNER 








MICHIGAN TANK & FURNACE CORP. 


14101 PRAIRIE DETROIT 4, MICHIGAN 
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SERVICE “rT 


WHERE \T HELPS 
THE WXes-1 















As long as there’s a war to 
win, Tuthill Pumps and 
Fuelstats are needed on the 
fighting fronts. Obviously, 
helping to fire the big guns 
on the war front takes prece- 
dence over helping to fire oil 
burners on the home front. 
To keep present pumping equipment operating 
efficiently, you can look to Tuthill’s authorized 
service stations or the factory for repairs and 
reconditioning. 











































TUTHILL IS BUILDING ‘FIGHTING 
PUMPS’’ FOR THE ARMY, NAVY, 
AIR FORCE AND MERCHANT MARINE. 


ULL 


939 EAST 95TH STREET 









PUMP COMPANY 








CHICAGO 19, ILLINOIS 





EDCO SERVICE KIT 


— FIG. 254 — 
CONTENTS 


33 Assorted Nozzles 
33 4C Strainers 

4 Nozzle bodies '/4” or V4” 

1 150 Ib. Pressure Gauge 

| 3%,” Forged Wrench (steel) 
| 5” Forged Wrench (steel) 


| Yanke screw driver 

| Tip and Nozzle Body Jig 

12 Tooth Picks 

| Standard Capacity Chart 

| Chart showing approximate com- 
bustion chamber sizes 


Information upon request 


EDDINGTON METAL SPECIALTY C¢ 


EDDINGTON, PENNA. 
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Harold K. Seywert has been elected 
vice-president of the Maritime Petroleum 
Corp., New York, after 13 years service 
with the Company. He was originally 
New Jersey sales representative, subse- 
quently sales manager, which position he 


still holds. 


Harvey D. Carter, director of the Sup- 
ply Division, PAW, resigned in early 
December. because of ill health. 


Peter Storti has been appointed man- 
ager of the Combustion Equipment Div. 
of Enterprise Engine & Foundry Co., San 
Francisco oilburner manufacturers. Be- 
fore joining Enterprise four years ago, 
Storti was associated with the Ray Burn- 


er Co. 


George H. Fox has been appointed 
manager of the Philadelphia territory for 
H. A. Thrush & Co. The territory in- 
cludes Eastern Pennsylvania, Southern 
New Jersey, and Wilmington, Del. C. 
Lawrence Sargent who has been cover- 
ing the area has returned to the factory 
at Peru, Ind., in charge of the engineer- 
ing department. 


OIL FROM COAL production may soon be 
started experimentally in Canada if rec- 
ommendations of a House committee are 
adopted. Experiments indicate that hydro- 
genation of bitumin from Alberta sands 
would yield 194 gallons of gasoline per 
ton; Nova Scotia coal about 143 gallons; 
British Columbia coal 121; Alberta coal 
93; and Northern Ontario coal about 50 
gallons of gasoline per ton. 


MINNEAPOLIS - HONEYWELL Regulator 
Co., has bought a new 10-story plant at 
Minneapolis which will increase the com- 
pany’s locally owned productive facilities 
by almost 50%. The building was pur- 
chased from the Ford Motor Company, 
and its intended for postwar manufac- 
turing. 


EMPIRE STATE Petroleum Association will 
hold its spring meeting, March 22 and 23, 
at Syracuse, N. Y., Harry B. Hilts, secre- 
tary, reports. 


STUDEBAKER is distributing a new book- 
let, “Wartime Information for the De- 


. 


livery Truck Operator,” containing the 


complete text of ODT 17, and questions 


——____ 


and answers on government regulation of 
wholesale and retail deliveries. The book 
let also gives hints on truck maintenance 
and care. 


HAROLD W. WINNINGHAM & Co., Seattle, 
manufacturers’ representatives and engi 
neers, has named Lawrence J. Comanas 
Southwest District Manager with head: 
quarters at Los Angeles. 


YORK CORPORATION has opened a new 
Philadelphia branch at 1616 Walnut 
Street. M. S. LeBair is manager. 


MACK MEFG. CO. has been awarded the 
National Security Award by the Office 
of Civilian Defense. Mack is one of five 
recipients who achieved outstanding suc’ 
cess in organizing wartime protective 
programs. 


LACLEDE-CHRISTY CLAY PRODUCTS 00, 
St. Louis, has named Energy Contrdl 
Company, New York, as New York 
representative. The company will carry 
stocks of refractory products for New 
York distribution. 





Engineered to Give 
Dependable Performance 


Because Dongan transformers are en- 
gineered to meet the special require- 
ments of oil burner ignition, they 
can always be relied upon for depend- 


Voltages from 5,000 to 15,- 





INCLUDE 


GUARDIANS 


| IN YOUR 


Post-War Planning 





@ Guardians have ably served in war and peace. When victory 
is won and production is resumed, Guardians will be ready to 


serve you again. 





able performance. Remember this 000 
when you are designing your post- , 
war oil-burner. See Dongan about its 
transformer equipment. 


Guardian Direct Drive Couplings have exclusive rubberized 
cushions. No parts to get out of order, or to lubricate. 


WRITE FOR INFORMATION 


GUARDIAN UTILITIES CO. 


218 E. MICHIGAN STREET MICHIGAN CITY, INDIANA 


A variety of sizes 
and mountings. Special 
types built to specifications. 





Dongan Electric Manufacturing Co. 
2981 Franklin Detroit 7, Mich. 


WRITE FOR “The Dongan Line Since 1909” 
vid eteatenio RES te 
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Things to look for 
when you're 
juying Gauges 


| 


SAFETY .. . Fuel storage tanks must be guarded against oil seepage, 


fumes escaping. Rochester Gauges for use where there's danger of 


are especially designed for SAFETY. Gauge heaas, where trouble can 


beg have no shaft connection through them—they're sealed 


by a oressure-resistant solid metal floor. 


To put SAFETY into unattended engines, boilers, use Rochester Elec- 


tric ntact Gauges with trips for automatic shut-off at 
determined pressure or temperature. 


Call in a Rochester specialized engineer—he will be glad to 
you ve your gauging problems. There ts no obligation invol 


ROCHESTER MANUFACTURING CO. 
—ROCKWOOD ST., ROCHESTER 10, N. Y. 


Makers of Fine Gauges ‘'For the True Inside Story"’ 


ROCHESTER Gtimegeend INSTRUMENTS 


FOR ACCURATE LIQUID-LEVEL, PRESSURE and TEMPERATURE INDICATION 


th Me Name Ae 
Remember 


— for oil burners . . . oil-designed 
furnaces and boilers that assure you of: 


¥ Satisfied, loyal customers 
¥ Minimum service trouble 
¥ Efficient, economical operation 
v Design features that sell 


¥ Profitable manufacturer-dealer 
relations 


WEITAc 


GENERAL OFFICES: MILWAUKEE, WISCONSIN 


fueloil 
é o// heat 
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““IN-QUIK’’ FIRE CHAMBERS 


Installed in a few minutes. No bonding cement needed. 
Horizontal rabbeted joints, and vertical tongue-and-groove 
joints are flame-tight, and give a locked, well-anchored 
structure. Walls 2” thick. Chamber will withstand over 
2600°F. Corrugated under-surface of floor forms dead air 


spaces beneath chamber. 

Sq. In. Inside Inside Weight, 
Size » Ps Be Inside Length Width Height 
No. 1 -1. 115 13” 11” i>” 

No. 2 .35-1. 149 is” 13” 1314” le 
No. 3 179 1614” 134” 1314” 112 Ibs. 
Chamber only, or Chamber and Floor, are 
optional. Packed in strong wood crates. 


MYKA-DIsK No. 1 


Reduces oil bills 10% to 15% and 
more. Permits live heating sur- 
faces to absorb more heat units. 
Lowers stack temperature, les- 
sens soot-formation, raises CO2 
content of gases, improves com- 
bustion, brings faster heating, 
and does not hurt draft. 
MYKA-DISK Baffle is 10”, 12”, 
or 14” dia., and 1%” thick. Re- 
inforced with stainless steel rod. 
WH DISK-ARM (Pat. pending) is 
on biti | rugged gray-iron casting. Fits 
EMMI Ni} any feed-door by means of 
5 Minutes to install in feed- SLIDE-BAR and SET SCREW. 
door of furnace or boiler. Suitable for plants 18” to 30” I.D. 


HANGER-ROD is 3/16” stainless steel. High’ tensile 
strength at red heat. Cannot be dislodged when hooked 
through center loop of MYKA-DISK. No. 1 Outfit shipped 
complete (DISK size as desired) in strong carton, or 3 Out- 
fits per wood crate. 


Myka- Disk 
No. 2 


Brings same bene- 
ficial results as 
No. 1 Outfit, but 
lower-priced. 
MYKA - DISK 
(10”, 12”, or 14” 
dia.) is supported 
on 3 refractory 
ADJUSTO- 
LEGS having 
“steps” 5”, 614” 
and 8” above top 
of firepot. Legs 





| may be “spotted” 


with cement, but MYKA-DISK resting on ADJUSTO-LEGS 
this is not essen- on top of any Fire Chamber. 

tial. Installed in a few minutes. No harmful effect on draft. 
ADJUSTO-LEGS and MYKA-DISK withstand more than 
2600°F. Practically indestructible. The price is easy on the 
Owner’s purse. A very fast seller. No. 2 Outfit shipped 
complete (DISK size as desired) in strong carton, or 3 


Outfits per wood crate. 
For Prices and Trade Discounts, write 


INSULATION & REFRACTORIES CoO. 


| WILLIAMSON ¢ WAYNECOUNTY ¢ N.Y. 


7| 








THE GENERAL PROTECTS THE HOME FRONT 


The GENERAL Filter defeats the “filth” column—the gums, waxes, dirt and 
other foreign matter which fouls nozzles. Saves service calls and time. 


A legitimate, wartime profit-maker, the General is easy to sell, and easy to 
install. Servicing is quick and simple—a twist of the wrist. No tools required. 


MODEL 2A-300 FOR ALL POWER OIL BURNERS 
Excellent design—Fine workmanship. A good record of service to the Field. Dependable. 


General Filters, Inc., 14435 Grand River Ave., Detroit 27, Mich. 


GENERAL 


FUEL 
OIL 


FILTER 


Literature 


Listed: Re-Examination Service, Underwriters’ Laboratories 





Declining Debt Builds 


Potential Buying Power 


CONSUMER DEBT is now declining while 
national income is rising, according to the 
Bulletin of the Cleveland Trust Com- 
pany. This is unusual for consumer debt 
ordinarily increases while national income 
is advancing, and decreases while national 
income is falling. Consumer debt con- 
sists of obligations resulting from install- 
ment purchases and of charge accounts 
at stores. Ordinarily increases in such 
debts contribute to national income be- 
cause they operate to increase demand 
for new goods of all kinds including heat- 
ing equipment. In wartime such goods 
are not available in large quantities so the 
debts instead of rising are paid down. 


In the autumn of 1941, well before our 
entry into the War, the volume of con- 
sumer debt turned downward. It has been 
falling rapidly ever since and by April 
of 1943, more than half of it had been 
paid off, leaving a balance of around five 
billion or somewhere near the depression 
lows of 1932 and 1935. It is destined to 


WAR ON WASTE! 


Increase efficiency of oil by keeping 
heating unit free from excess soot. 
All oil soot in fire chamber and 
flues vanishes instantly when sprayed 
with E-Z Fuel Oil Soot Destroyer. 


FUEL O11 
S0or pesrrovet 


DISTRIBUTORS: Write for fine proposition. 


decline considerably further, for its rate 
of descent is rapid. 

As would be expected the largest single 
item in the decrease in consumer debt is 
that resulting from the paying off of in- 
stallments originating from the purchase 
of automobiles. That debt, which 
amounted to about 2-1/3 billions in 1941, 
is now about 90% paid down. The next 
largest proportionate decrease amang the 
installment debts is that incurred for 
household appliances, which is about 
779% paid off. 

The paying down of consumer debt is 
a desirable development according to the 
Cleveland Bulletin, as it exerts an anti- 
inflationary influence. The present de- 
crease in these debts will create increased 
potential purchasing power which will 
be available for use when peace returns. 


‘ ’ 

Army Checks Coal Waste 
THE Army has put a slide rule on its 
winter coal requirements. 

An ingenious “fuel computer,” de- 
signed by the Corps of Engineers for cal- 


culating fuel requirements on Amy 
posts, is a circular slide rule using the 
factors of known floor area to e heated. 
fuel allowances per unit area, ind num 
ber of “degree days” normally occurring 
in the locality for the season. 

By using the computer, Post !ngineers 
responsible under Army Service Forces 
command for keeping troop conmunities 
adequately heated, may order their sea 
son’s coal requirements far enough ahead 
to free the nation’s coal supp!y system 
for civilian peak demands. The slide rule 
also provides a handy check agains 
above-average use of fuel at any Post or 
at any group of buildings within the 
Post. 

The total square feet of floor area on 
Army Posts, including warehouses and 
hutments as well as barracks, now reaches 
the astronomical figure of 1,180,243,710. 


© 


TITEFLEX, Inc., is the new name of the 
former Titeflex Metal Hose Co., New 
ark, N. J., since 1914 manufacturer ot 


flexible metal tubing. 





SAVE 
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HEALY-RUFF COMPANY, 797 Hampden Ave., 
Enclosed find check ( ) money order ( ). 


No. | size 
Name 


Address 


St. Paul, Minn. : 
Send the following prepaid: 





TRUCKS — TIRES — MANPOWER 


VENTALARM 


The Whistling Fueloil Tank Signal 


SCULLY SIGNAL COMPANY 


88 FIRST ST., CAMBRIDGE, MASS. 








January 
1944 
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1‘ OREOICT THE DIVIDENDS of | 


THAT (fipy DEPENDABILITY 
FLUID HEAT ee 
WILL AGAIN be 
LEAD THE HOME 
HEATING 
FIELD AFTER 
VICTORY! 














Amy 
ing the 
heated, Right now Fluid Heat is busy making a radically 
d num. aew type of heater for bomber planes. But after 
curring Victory we'll be back again in our top position 
: in the home heating field! 


gineers 


- zt uid heat jy 


it sea ro a ee HEAT 
| ahead e @ ®@ 


“World’s Economy Champion” 


system A PRODUCT OF HEATING DIVISION ANCHOR POST FENCE COMPANY 


de rule 6700 Eastern Ave., Baltimore - 24, Md. Helping to popularize modern 


oil heating appliances — by 
Post or providing CONVENIENT, 


in the fuel-saving oil controls — has been our privilege at 


MAKE A SCORE IN "hd WITH THE A-P for many years. And this convenience, a ready 
SHEPHARD LINE OF HEATERS AND BOILERS sales advantage for dealers, is an operating feature 


appreciated today by our armed forces and by thou- 
THE FAMOUS Percolating Hot Water Heaters and sands of satisfied homemakers . . . a “dividend of 
Boilers have earned their —a —— A-P Dependability,” proved in the past that will 


reputation through excel- Le 4 work to future benefits. 





Against 





of the lent performance and effi- 4 4 New progress in research and development at A-P 


will add even greater “dividends” in accurate, DE- 


New ciency. : 4 
rer ot — 4 PENDABLE fuel control to post-war heating appli- 
Shephard Heaters and Boil- : a ee . : : 

ances. This is a promise even now taking shape in 
ers are all automatic con- ‘ ; d : 
RalledonRaptoned WAN tee the A-P Laboratories, where designers and engineers, 


type burners. Heaters are working with the accumulated knowledge of past 


fully galvanized to insure . 4 months and years, are ready for new control applica- 
clean water. q : tions to peacetime heaters and other products. Watch 


pee ery for these new “dividends of A-P Dependability” on 
your new post-war products. 


Get en share of > 3 q 
extra busi d ? ; 
te new General AN | AUTOMATIC PRODUCTS CO. 
Big Baile \ " j 2458 North Thirty-Second Street 

or phone for full de- ~ 4 Milwaukee 10, Wisconsin 


tails. "7 


SHEPHARD HEATER COMPANY goerdabler 
6624-36 South Park Ave. Chicago, Ill. fp) D 
fp) OIL CONTROL VALVES” 
73 


ee 
fueloi! 
é of/ heat 

















Advertisers’ Index 


Anchor Post Fence Co. 
Automatic Products Co. 


Bacharach Ind. Instr. Co. 

Balloffet Dies & Nozzle Co. ...... 
Bell & Gossett Co. he 
Brodie Co., Ralph N. 


Catskill Metai Works 
Cleveland Steel Products Corp 
Combustion Utilities Corp 
Conco Corp. : 


Delco Appliance Div. 
Detroit Lubricator Co. 
Dielectric Products 
Dongan Electric Mfg. Co. 


Eddington Metal Spec. Co. ; 
Emerson Electric Mfg. Co. .... 


Field Control Division : 
Fitzgibbons Boiler Co., Inc 


GarWood Industries, Inc 
General Controls Co. . 
General Electric Co. 

General Filters, Inc. ; 
General Fittings Co ‘ “sat 
Gilbert & Barker Mf. Co. 
Gillen Co. J. L rs 
Guardian Utilities Co 

Gulf Oil Co. : f 


Hago Products 

Harsch Co., H 

Harvey, Inc., Sid 
Hayward Mfg. Co. 
Healy-Ruff Co. ... 
Heil Company, The 
Henry Furnace Co . 
Herco Oil Burner Corp. 
Holtzer-Cabot Elec. Co 


Insulation & Refractcries Co 
Johnson Co., S. T. 


Korth Oil Burner Corp 
Kraiss] Co., Inc., The 


Laytham & Sons, Inc., Wm. P 
Liquidometer Corp. 

Little Co., H. C. 

Lovejcy Flexible Coupling Co 


McDonnell & Miller 

Mercoid Corp. 

Metro Supply Co. 

Michigan Tank & Furnace Corp 
Minneapolis-Honeywell Reg. Co 
Monarch Mfg. Works, Inc. 
Morrison Steel Products, Inc. 
ET ey Sa Gee eee 


National Radiator Co. 
Newark Boiler Reg. Co. 
Ohio Electric Mfg. Co. 

lsen Co., A. 
Owens Corning Fiberglas Corp 


Penn Boiler & Burner Corp 
Penn Electric Switch Co 

Petroleum Ht. & Power Co 
Preferred Utilities Mfg. Corp 


Rajah Co., The . 
Ray Oil Burner Co. 

Reif-Rexoil, Inc. .... 
Rochester Mfg. Corp 


Scully Signal Co. .... 

Shell Oil Company 

Shephard Heater Co ‘ 
Silent Sioux Oil Burner Corp 
Sun Oil Co 

Sundstrand Machine Tool Co 


Teesdale Mfg. Co. 

Thrush Co., H. A. .. 

Timken Silent Automatic 

Tuthill Pump Co 

U. S. Radiator Corp. 

Viking Mfg. Co 

Waterfilm Boilers .... 

Waverly Petroleum Prod. Co 
Wayne Oil Burner Corp 
Webster Electric Co. ah 7 
Williams Oil-O-Matic Htg. Corp 
York Oil Burner Corp 


Ny FIRE BOX iii 





FUELOIL & OIL HEAT CLASSIFIED ADVERTISING 


{Insertions are payable in advance. The rate is 75 cents per} 


jline, with a minimum charge of $4.50 for six lines or legs,( 


Oo suRNER AGT 


= SUPPLIES 


, 


No priorities needed for Barclay’s Saran plastic tub-ng and ‘ ttings 

replaces copper and steel. Save fuel and money with Barclay’s draft 
regulators and insulating material. Write for our catalog of all in 
stallation accessories and replacement parts for oil burners, stokers 
and automatic heating. Robert Barclay, Inc., 130 N. Peoria §¢ 
Chicago, Illinois. 


BELLOWS!! BELLOWS!! BELLOWS!! All makes at ‘nanufac 
turers’ list prices. Immediate shipment. No COD’s. Enclose check 
and priority certification with order. SPECIAL—Adapter housing 
and shutter assembly for Electrol and Pioneer—takes any standard 
make of fuel unit—now only $4.25 FOB. Oil Burner Parts Co 
8720 Parsons Blvd., Jamaica 2, New York. 


KARBON-OFF Soot Destroyer: 50,000 lbs. can’t be wrong. Quick 
clean and harmless. Packed in v2 to 50 lb. containers. 5 ‘bs. free 
with each 50 lb. unit. KLEER-OUT Single Treatment Boiler 
Cleaner: $4 per dozen plus 2 free. Send for our free catalog of 
specialties. DIAMOND CHEMICAL PRODUCTS, 17 E. 48th St. 
New York 17, N. Y. 


FOR SALE—100 bo/ler or furnace casings 20 gauge auto body 
stock—green baked enamel finish. Size 27” x 50” x 56”. Packed in 
individual cartons ready for shipment. MR. WITTKE—OIL 
EQUIPMENT LABORATORIES, INC., Elizabeth, N. 


FUEL OIL AUTOMATIC DEGREE DAY DELIVERY SYSTEM 
will handle 500 customers at nominal sum of $75. Consists of 
folders for protecting and recording customers’ coupon ration sheets 
degree day cards, indexes, Degree Dayometer computing machine 
and complete instructions for installation and operation. If you have 
more or less than 500 customers the system is priced proportionately 
This system is now being satisfactorily used by many thousands of 
fuel oil distributors. If you have not received our 1943-44 Degree 
Day Log, write immedi: itely and same will be mailed gratis 


DEGREE DAY SYSTEMS, 5104—39th Avenue, Woodside, N.Y 


ATTENTION DEALERS—LIMITED SUPPLY LEFT. OIL 
BURNING FURNACES — complete with OIL BURNER-AIR 
CONDITIONING BLOWERS — CONTROLS — FILTERS — 
HUMIDIFIERS and a green deluxe square casing. Pre-war prices 

write for free literature. American Stoker Co., 3934-36 W. Cermak 


Road, Chicago, Illinois. 


Want to purchase “KELL KAIL” Booster Cails or similar type 
Have WPB permission. Please state how many you have and 
whether oval or round type. Also state best price. D. I. Pulverman 
c/o Shedlov Oil Burner Co., 715 3rd Ave., So., Minneapolis, Minn 


Dissolve any fuel oil sludge in lines, tanks, and strainers with liquid 
SLUDGE CUTTER (harmless to metal, safe flash, completely 
soluble in oil). Buy from your nearest wholesaler: Bell Pump Service 
Co., W. Hartford, Conn.; Cronin Supply Co., Cambridge an¢ 
Waltham, Mass.; E. L. Kimball Co., Malden, Mass.; W. S. Plummet 
Wollaston, Mass.; Providence Plumbing Supply Co., Providence, R.1 


SALES—Man with 20 years oilburner and accessory sales exper! 
ence wants sales job with reliable manufacturer. Thorough knowl 
edge of burners and markets. Wide dealer acquaintance. Box 467, 
FUELOIL &@ OIL HEAT, 232 Madison Ave., New York 16, N. Y. 





DIELECTR CC 


PRODUCTS COMPANY, INC. 


VIRGINIA AVENUE, JERSEY CITY 5, NL J, 


Each product individually tested and 


inspected to assure perfect performance 
on the job. More than a million in use! 
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At no time in the entire history of Petroleum Marketing 
has exactness and efficiency been more important than it 
is today. Every ounce of waste in time, equipment, man- 
power, mileage and stocks must be avoided if the home 
front is to keep the far-flung battle fronts supplied with IM E T E RS 
enough and on time. By constantly keeping an accurate 


and continuous record of all stock movements, Brodie 











a. 
. . PETROLEUM METERING EXCLUSIVELY JZ 
Meters are not only saving fuel oil operators costly delays " ' 





and losses, but also they are making every trip, every 
gallon and every minute count. Keep serving by conserv- 


ing with Brodie Meters. 


RALPH N. BRODIE CO., INC. 953 Gist Street, Oakland (8) Californiae Cable Address: “BRODICO” 
Division Offices: Chrysler Bldg., New York City e¢59 E. Van Buren, Chicago @ 302 South Pearl St., Dallas, Tex. 
Representatives and Stocks in All Principal Cities 
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Normandy Village, Union, New J 
heated with B & G Monoflo Systems, 


T 





THE SAME SIMPLE EQUIPMENT AS 


The B&G Monoflo System is notable 
for its smooth modulation of tem- 
perature without complex control 
equipment. Its operating parts are 
fool-proof and dependable. No size 
limit—installations of over a quarter 
million sq. ft. are now in operation. 


Builders today are specifying the B & G Monoflo 
Heating System for the common sense reason that it 
offers more comfort for less money! It has established 
a new heating standard in residences, apartments 
and industrial buildings because of— 


Simplicity of equipment and design. No compli- 
cated, expensive control devices—therefore easy 
to design and dependable in operation. 


Greater comfort. Never overheats in mild weath- 
er, yet has plenty of reserve when the thermom- 
eter hits bottom. Easy zoning permits sectional- 
ized temperature control ...a great comfort and 
economy feature in apartments and industrial 
plants. 


Low operating cost. Accurate balancing of heat 
input and heat loss means that just enough fuel 
is burned—hence economy of operation. 


Low installation cost. Small radiators, small pipe 
and a single main instead of two, cut material 
and labor cost. 








B&G 
BOOSTER 


B&G 
FLO CONTROL 
VALVE 





B&G HANDBOOK GIVES COMPLETE DESIGN 
INSTRUCTIONS 


Here’s a single, authoritative source of information on 
the design and installation of Forced Hot Water Heating 
Systems and Service Water Heating Systems. The B & G 
Handbook presents a simplified outline of instruction, 
easy to understand and based on accepted engineering 
practices. Your copy will be sent on request. 


MONGELS 
BELL & GosseIT company SVS EMM ~ 


MORTON GROVE, ILLINOIS (Suburb of Chicago) 
Canadian Licensee: S. A. Armstrong, Ltd., 115 Dupont St, Toronto 





